























More than 650,000 Americans have banded 
together in The Northwestern Mutual Life In- 
surance Company for the financial security of 
themselves and their families. Its assets, as re- 
ported to state insurance departments, total 
over a billion dollars. ..a great estate adminis- 
tered for mutual welfare and protection... 
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Reminder for Budget Makers 


When the time comes for you to decide on your 1938 advertis- 
ing appropriation, and you are considering the insurance press, 
won’t you please remember this: 


A paper such as ours is not in competition with direct mail, local 
newspapers, the radio, billboards or such generally circulating 
magazines as ‘“Time”, or ‘“The Saturday Evening Post”. We per- 
form an entirely different function. We serve insurance in a 
wholly different way. 


Advertising in The National Underwriter should be designed 
primarily to create good will, to make your company well and 
favorably known, and to make it impossible for those in the in- 
surance fraternity to say, “I never heard of that company”. There 
are, of course, other sound reasons for insurance trade paper ad- 
vertising, but they are of secondary importance. 


Another fact for advertising budget makers to consider is that 
there is no successful business of importance that is not served by 
a vigorous, independent and competent trade press. Examine the 
conditions surrounding any dying or continuously unsuccessful 
business, and you will see that it has, knowingly or unknowingly, 
killed off its own trade press. 


The place occupied by a properly managed trade paper is unique. 
A service giving weekly newspaper like The National Underwriter 
occupies a definite niche in the insurance scheme; one that is not 


filled by any other type of publication, and for which there is no 
substitute. 
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Watch for Sequels 
to Equitable Move 
on Part-Timers 





Possibility That Others May 
Follow Society’s Lead Is 
Disturbing to Some 





Whether other life companies will 
follow the Equitable Society’s lead in 
resuming the hiring of part-time agents 
in urban centers is the question upper- 
most in the minds of many of those at 
home offices and in the field. The ques- 
tion of probationary part-timers was the 
most hotly debated point in the agency 
practices agreement at the time of its 
adoption. At that time there were quite 
a few who feared that permitting part- 
timers in the larger cities, even on a 
probationary basis, would largely undo 


the entire aim of the anti-part-timer 
program. 


Fear General Let-down 


Among those lined up in this camp, 
the possibility of a general letting down 
of the bars to permit the hiring of pro- 
bationary part-timers is viewed with 
great apprehension, even though it 
might be distinctly understood that at 
the end of a six-month trial period the 
probationer would have to quit his out- 
side job or else quit the life insurance 
business. They feel that allowing a 
six months probationary period would 
so increase the difficulties of enforcing 
the agreement that there might as well 
not be any agreement. 


Other Side of Picture 


Those on the other side of the fence 
say that recruiting is more difficult than 
ever before and that many good po- 
tential agents are lost because they are 
unwilling to abandon a job which pays 
at least living expenses and jump into 
something new where their incomes may 
be greater than in their current work 
but also be drastically less. Then there 
are general agents who feel that it is 
not fair-to a new man to insist that he 
give up his current job and plunge into 
anew: line of work. They feel that 
even with the best selection standards 
and reasonably good judgment on the 
part of the general agent or manager, 
the only worthwhile test of an agent’s 
ability is what he can do in actual sell- 
Ing. 


Conservative Viewpoint 


Some take a middle-of-the-road view, 
believing that enough has been learned 
about the’ evils of excess hiring of 
part-time agents in cities so that com- 
panies and agencies will tend to keep 
themselves on an even keel regardless 
of rules or agreements. They feel that 


there has. been sufficient experience with 
the agreement barring part-time agents 
entirely so that it should be possible to 
keep the hiring of part-timers within 
bounds. 








Home Office Underwriters 
of South Change Title 





BIRMINGHAM, ALA.—A change 
in name of the Southern Home Office 
Underwriters to the Institute of Home 
Office Underwriters in order to make 
the organization national in scope was 
voted at the first annual convention here, 
Over 60 underwriters from 17 states 
were registered, some being from out- 
side the south. 

Emmett Russell, Jr., Life & Casualty 
of Nashville, acting president since the 
organization was perfected in Chatta- 
nooga several months ago, was reelected 
president. Ralph Beeson, secretary Lib- 
erty National Life, Birmingham, was re- 
elected vice-president and W. E. Jones, 
Provident Life & Accident, was re- 
elected secretary-treasurer. 

An executive committee was: chosen 
composed of ‘M. S. Niehaus, secretary, 
Gulf Life, and Clarence Egdorf, mana- 
ger new business department, Protective 
Life, for two year terms, and L. C. 
Cortright, vice-president and actuary 
Kentucky Home Mutual; M. M. Blair, 
assistant secretary Atlantic Life, and W. 
K. Fritz, underwriter Lamar Life, for 
one year terms. 


Atlanta, Louisville Seek Meet 


Atlanta and Louisville submitted in- 
vitations for the 1938 convention but the 
time and place was left to the executive 
committee. 

Except for entertainment features pro- 
vided by four local companies and for 
attendance at the Alabama-Georgia Tech 
football game, the convention was given 
over to a serious discussion of ways of 
developing sound and uniform under- 
writing of life insurance risks. Actual 
clinical cases were distributed prior to 
the meeting so that all would be familiar 
with them and able to make contribu- 
tions to the discussion. 

In both the clinical cases and in the 
ordinary round-table lead by Clarence 
Egdorf, Protective Life, much discussion 
was given to the proper rating of drink- 
ers to excess as well as to the rating of 
barkeepers, waiters and attendants in 
cafes, road houses and service stations 
where liquor or beer is served. A pro- 
nounced tendency was shown on the 
part of the underwriters to rate up per- 
sons associated with the liquor traffic, 
not only on account of their surround- 
ings in many cases, but the possibility 
that they might become addicted to al- 
coholic beverages. 


Double Indemnity Considered 


Considerable discussion was also 
given to the procedure and practice in 
underwriting of double indemnity bene- 
fits in the south where figures show 
death causes by external means occur 
with frequency. This was attributed to 
illiteracy, liquor habits, use of firearms 
and prevalence. of negro population. 
Consensus of opinion was-that the solu- 
tion was not in raising disability rates 
but in more careful study and selection 
of business. 

From the discussions it developed 
that there is a pronounced tendency 
among the smaller companies to reduce 
the age limit on non-medical insurance 
from 45 to 40. The proportion of com- 





| into a definite sciénce, said Mr. Hill. 





panies represented writing non-medical 
on married women and not writing this 
class of risk was about 50-50. Most of 
the underwriters felt that there should 
be a waiting period before new agents 
should be allowed to write non-medical 
business, or that a careful record should 
be kept on the first 10 or more cases. 


Shouldn’t Give Information 


The underwriters were generally of 
the opinion that full reasons for reject- 
ing applications could not be given in 
detail to agent in the field. One under- 
writer stated that his company had been 
sued where reasons for a rejection had 
been given to’ the agent and in turn 
relayed to the applicant who brought 
suit. However, inter-visits between field 
and home office underwriters was en- 
couraged as a method of creating good 
will between them. 

The convention was called to order by 
President Russell and greetings were ex- 
tended by President Frank P. Samford, 
Liberty National Life and S. F. Cla- 
baugh, chairman of the board Protective 
Life. 

Cover Many Subjects 


Papers were read as follows: “Habits 
and certain moral hazards as problems 
in underwriting,” D. B. Seamans, chief 
underwriter, Lincoln National Life; 
“Underwriting for Persistency,” K. R. 
Miller, consultant Life Insurance Sales 
Research Bureau; “Relationship and Re- 
sponsibility of Home Office and Field 
Underwriters,” G. I. Henson, under- 
writer Fidelity Union Life. Lee N. 
Parker, president American Service Bu- 
reau, spoke. 


Development Told By Hill 


The development in underwriting from 
the burial societies of ancient Rome. to 
the present time was traced by. Presi- 
dent W. C. Hill of the Retail Credit 
Company. 

The foundation of a new day in under- 
writing and inspections was laid in the 
period 1904 to 1920, when there was a re- 
markable development. Lay underwrit- 
ers began playing an increasingly im- 
portant part, . sub-standard ‘insurance 
made its appearance and inspections 
changed from a tip to a fact service, said 
Mr. Hill. 

Since 1921 underwriting has flowered 
The 
numerical system was adopted gener- 
ally, underwriters perfected their tech- 
nique, sub-standard insurance spread and 
jumbo risks stimulated by increasing in- 
herent tax problems made their appear- 
ance to cause underwriters and inspec- 
tion men many sleepless nights, said Mr. 


Hill. 
Value of Inspection Report 


The inspection report has made it pos- 
sible for companies to write non- -médical 
coverage, total disability and double in- 
demnity provisions. The growth of the 
industry, bringing with it occupational 
diseases and hazards, development of 

aviation, prohibition and its subsequent 
repeal, are a few of the situations which 
(CONTINUED ON LAST PAGE) 





Live Discussions 
at Underwriters’ 
Three Day Session 





Reinsurer’s Problems | and 
Underwriting Training Dis- 


cussed by Home Office Men 





NEW YORK—Prominent company 
officials discussed a variety of under 
writing problems at thé fall meeting of 
the Home Office Life Underwriters As- 
sociation. An occupational committee re- 
port, the reinsurer’s underwriting point 
of view, educating the agent in prin- 
ciples of selection and training person- 
nel were a few of the major subjects. 

J. D. Williamson, assistant actuary 
Canada Life and chairman of the first 
morning’s session, opened the occupa- 
tional “committee meeting introducing 
H. F. Gundy, assistant chief underwriter 
Sun Life, who reported on “Salt and 
Some. of Its Derivatives.” “Gasoline 
Recovery from Natural Gas” was dis- 
cussed by C. F. Barney, manager of 
underwriting American United Life. 
The final event of the morning was a 
motion picture of the pétroleum indus- 
try, ‘Petroleum, the Liquid Mineral. 

H. White, chairman classification 
committee. New York Life and chair- 
man of the afternoon session, led an_in- 
formal discussion on ratings used in in- 
suring armored car guards, waiters, 
countermen, soda dispensers and de- 
tectives in private agencies. 


Reinsurers Problems 


The second day's meeting opened with 
the presidential address by President 
Howard. Goodwin, vice- -president Phoe- 
nix Mutual, who. was introduced by 
Vice-president Harold Larkin of the 
Connecticut Mutual, chairman of the 
meeting. President L. M. Cathles of the 
North American Reassurance outlined 
the reinsurer’s underwriting point of 
view, discussing the care with which in- 
surance: over the ceding company’s lim- 
its has to be. handled. It is Known, Mr. 
Cathles. said,..that..mortality increases 
with amount, and.that while the ceding 
company’s mortality presents. a safe 
ayerage ‘between small ‘and large .case 
the reinsurer, writing larger cases. does 
not enjoy this compensating. factor. The. 
reinsuring company’s mortality, he 
added, is about 15 percent greater than 
that of the ceding company, and appears 
to be increasing. 


Absorb Excess Mortality 


The reinsurance company, Mr. Cathles 
continued, can- absorb-a reasonable ex- 
cess mortality. due to .a smaller operat- 
ing cost, but :today’s- larger - taxes, 
smaller profit margins, increased service.. 
demands and incréasig’ niortality must 
be offset either by better underwriting 
or higher reinsurance premiums. Both 
the agent and the original company can 
minimize the reinsurer’s difficulties, Mr. 
Cathles. asserted. The .agent naturally 
knows intimately the affairs of his pros- 

{CONTINUED ON PAGE 10) 
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Persistency the Object 
Kenneth R. Miller 


of the Research Bureau Gives Some 
Ageney Rules Leading to Quality 





Kenneth R. Miller, consultant Life 
Insurance Sales Research Bureau, Hart- 
ford, at the meeting of the Southern 
Home Office Underwriters at Birming- 
ham took for his subject, “‘Underwrit- 
ing for Pergistency.” He said that one 
of the mutual problems that underwrit- 
ers and ggency men have had to face 
in recent years has been that of improv- 
ing the quality of business accepted. He 
said that these two classes were inter- 
ested for five reasons: 


Five Reasons Are Given 


“1, Because of our recognition of the 
increasing importance of persistency as 
a profit factor to the company and to 
the general agent. 

“2. Because other sources of profit 
cannot be expected to overcome the de- 
creased earnings caused by lower inter- 
est returns. ts 

“3. Because business possessing the 
factors of quality can be handled at a 
lower cost to the home office and to the 
general agent. 

“4. Because improvement in the qual- 
ity of business will ultimately reflect 
in a better average income to the agent. 

“5. Because public interest and pub- 
lic opinion demand that we reduce the 
economic waste occasioned by the 
lapsation of life insurance which fails 
to fulfill its function.” 


Need More Good Business 


Mr. Miller said that a large part of the 
company expense is fixed overhead, and, 
while poor business may be unprofit- 
able it is useless to eliminate it dras- 
tically without some plan for reducing 
also the overhead which is carried by 
poor business. The answer is not less 
poor business but more good business. 
Persistent business is profitable apart 
from the value of persistency itself, Mr. 
Miller said. Valuable qualities are larger 
average size policies, smaller collection 
frequency, larger earned income, of the 
policyholders, less service for loans and 
special premium settlements. Mr. Miller 
said that several surveys have been made 
to indicate the most profitable sources 
of business. The persistency rating chart 
prepared by the Research Bureau com- 
bines the factors which seem to be of 
greatest influence on persistency, they 
being occupation of the applicant, age, 
income, amount applied for and mode of 
premium payment. 


Develops Three Chief Points 


He said that the Northwestern Na- 
tional Life recent survey developed three 
principal points: 

“1, That the agent’s territory is so 
constituted that he has only one class 
of prospects, for instance, farmers, whose 
income, buying power, method of pay- 
ment, occupation, etc., are such as to 
make the agent’s ratings universally low. 

“2. That the theoretical ratings were 
not a correct measure of the agent’s ac- 
tual experience. For. instance, an 
agent’s persistency forecast might be 
in the neighborhood of 65 or 70 and 
his actual renewal ratio 85 to 95. Oth- 
ers might have theoretical ratings of, 
say, 85, with an average experience of 
73 or 80. 

“3. Other agents contended that they 
secured good persistency because they 
worked to that end, calling on their 
policyholders regularly and reselling 
business. ‘This type of agent contends 
that his persistency is good because of 
his efforts and not because of the. class 
into which his prospects fall.” 


Three Significant Facts 


The survey by this company of-5,000 
cases covering $12,500,000 af business 


the job of improving persistency appear 
to be an overly difficult one. Previous 
surveys have, at least, suggested that 
favorable persistency could be obtained 


approaching perfection in respect to 
their income, age, willingness to pur- 
chase substantial amounts of insurance, 
occupation, and other factors. They 
contend that improvement in persistency 
can be accomplished by any agent who 
will seek only a few more prospects 
who qualify as good prospects under one 
or more of these essential qualities. 

“2. Previous efforts to forecast per- 
sistency have concentrated almost en- 
tirely upon the type of prospect being 
contacted by the agent and have ignored 
the very important factor of the agent 
himself, the manner in which he sells, 
and the effort he puts upon conservation. 
As the result of this survey, they are not 
able to evaluate the effort of the agent 


“3. Previous surveys have included 
perhaps too many factors to permit the 
agent to give sharp direction to his ef- 
forts in improving persistency. While 
their survey covered the effect of 24 
different factors upon persistency, it re- 
vealed that only eight have a real bear- 
ing upon persistency of their business.” 


Connecticut Mutual Survey 


Another recent study was made by 
the Connecticut Mutual. It has devel- 
oped a persistency rating chart based 
on 10 factors that have a material bear- 
ing on quality business. Some compa- 
nies are adjusting first year commissions 
on business which rates lower than the 
company standards. Mr. Miller asked 
what part can the underwriter play in 
contributing to the ultimate solution of 
the problem in his own company. He 
gave 10 points as follows: 

“1. Cooperate with the agency execu- 
tive and other officers of your company 


by the agent only if he selected prospects, 


as well as the type of prospect involved. | 


in determining a management policy on 
underwriting for persistency. 

“2. Contribute your experience and 
your knowledge to the combined efforts 
of the agency officer and the other offi- 
cials of your home office in laying out a 
definite plan for underwriting for per- 
sistency in line with the management 
policy which you establish. 


Coordinate the Activities 


“3. Coordinate the activities of the 
underwriting department relating to un- 
derwriting for persistency with agency 
‘department plans for improving the qual- 
ity of business. 

“4. Relate underwriting for persist- 
ency to prospecting and selling in order 
to make it interesting to the field man. 
“5. You can do this by visualizing 
the factors of quality in such form as 
the persistency rating chart. 

“6. If you are now using a_per- 
sistency rating chart, or if you contem- 
plate the development of such a chart, 
make sufficient studies of your own com- 
pany experience which will enable you 
to have a rating chart which accurately 
reflects your individual company expe- 
rience, 

“7, Point out to your general agents 
and agents why business of certain qual- 
ity cannot be accepted; how the quality 
of certain other business can be im- 
proved by improving the conditions sur- 
rounding the sale. 


Should Consider Responsibility 


“8. In every respect, consider your 
responsibilities in underwriting for per- 
sistency of equal importance to your re- 
sponsibility in underwriting for mortal- 
ity. 

“9. Contribute your share to a better 
understanding of quality on the part of 
your field organization by occasional 
field trips, discussing individual cases 
and your program of underwriting for 
persistency in general; follow essentially 
the same procedure when general agents 
or agents are visiting the home office. 

“10. Recognize that a policy of un- 
derwriting for persistency and a plan 
for improving the quality of business 
must be part of a continuous program 
of educating and motivating your field 
forces.” 








Office Underwriter’s Job 


G. I. Henson of the Fidelity Union Life Paints a 
Picture of the Responsibility Resting on This Official 





G. I. Henson, underwriter for the Fi- 
delity Union Life of Dallas, in his talk 
before the Southern Home Office Un- 
derwriters at its meeting in Birming- 
ham spoke of the relationship and re- 
sponsibilities of home office and field 
underwriters. He defined the term, 
“life insurance underwriting.” 

“Field underwriting is applying the 
art of impressive persuasion affecting 
the emotions so as to change abstract 
ideas to concrete facts. Home office 
underwriting is the application of organ- 
ized knowledge for the purpose of esti- 
mating the relative economic value of 
a human life. This is applying indem- 
nity principles to life insurance, although 
a life policy is not an indemnity con- 
tract, but. for all practical purposes the 
underwriter must so regard it.. The 
value of the risk is arrived at by the. ap- 
plication of mathematics, medical -knowl- 
edge, and personal opinion. -Is under- 
writing a profession, and is it scientific? 
Yes, ‘to a certain extent. If the scien- 
tific method is defined as painstaking 
investigation, rigid. analysis, -and_ sys- 
tematic classification, then underwriting 
is scientific, but personal ‘opinion most 
certainly enters into the art, and we can 
not say: that one’s. opinion’ is. always 
scientific. ‘When the’ human” element 
factor enters the picture, there is a <defi- 
nite -haziness. 





written in 1935 revealed three significant 
facts: 
a 


We have perhaps erred in making | 


“The duties of a home office iinder- 
writer are by no means ‘uniform in all 





companies. This treatise is concerned 


with the man who is doing real under- 
writing and not the employe who re- 
views only the height and weight, or 
checking signatures, plans of insurance 
and premiums, beneficiaries, or some 
other part of an application. This is 
clerical work and not underwriting. 
Home office. underwriting has received 
more attention and thought during the 
past few years than ever before. As 
for the home office underwriter, the 
recent depressed economic cycle has re- 
sulted in his gaining increased recog- 
nition from: life insurance executives, 
however, he has not yet received the 
recognition that is rightfully his. 


Work With Intangibles 


“Underwriting in the home office and 
underwriting in the field is specializa- 
tion in the same sphere. These men are 
both working with intangibles. These 
two groups should have a clearer view 
of. the responsibilities of each. The 
agent has a pecuniary interest in each 
application and he can not. follow: closely 
the thoughts. of the home office under- 
writer. Due to ‘this: situation, the ‘field 
man-is frequently biased in his opinions, 
and’ this-results in his béing less appre- 
ciative.° of?-the ‘duties :’of the man in 
the home office. Let me say right here, 
there are some tiome office underwriters 
who do not stifficiently interest them- 
selves ini the agents to appreciate their 
many‘ difficulties. If one underwrites 


decisions by sympathy; however, he 
should manifest an understanding at. 
tude, and he must be fair in his & 
cisions. In measuring insurability, y, 
can not take into consideration a ge, 
timental value. You must use only th 
economic value of the applicant as x. 
lated to another person or a Corporation 

“The home office underwriter show) 
be scientifically minded. It would } 
advantageous for him to have a know. 
edge of psychology, sociology, and }j. 
ology. He should be a student of hy. 
man nature and a close observer of hy. 
man traits and know their social sig. 
nificances. A knowledge of physiolog, 
and biological chemistry would be proj. 
itable. The underwriter is required 
measure human life values, and if he j 
to do this in fairness to all concerned he 
should be acquainted with these yb. 
jects. While this knowledge is not ab. 
solutely necessary, it would be of cop. 
siderable benefit in interpreting humap 
emotions. Just having this knowledg 
is not enough. He must be able to mak 
a practical application of it. If he can 
not do this, then he bears the same 
relationship to his company that the col- 
lege graduate with book sense only bears 
to the business world. Why should an 
underwriter be familiar with these sub. 
jects? Simply because he is working 
with human nature. The theory of life 
insurance is one of human relationships, 
A complete file reflects the emotions 
and motives of two or more people. It 
is for the underwriter to interpret them, 
and this requires keen analysis. A life 
insurance contract is sold by appealing 
to the emotions. 


Should Meet the Underwriter 


“The attitude of some field men that 
the underwriter is technical and unrea- 
sonable can best be corrected by per- 
sonal visits with one another in the field 
and in the home office. There is nothing 
an underwriter can do to bring about a 
better appreciation of the agents’ prob- 
lems than for him to visit the agent and 
see the territory in which he works. 
When the agent is in the home office, 
he should make it a point to see the 
underwriter. 

“The underwriter must reconcile him- 
self to frequent criticism from the field. 
He must accept this as a part of the 
job and be tolerant. When an appli- 
cant is declined or the agent is unable 
to deliver a rated policy, it must be 
realized that this is a financial loss to 
him. The agent could deliver practically 
every policy that is declined, so it is 
to be expected that he will complain. If 
I were in the field, no doubt I would 
make complaints. This is the result of 
the agent not having the information 
possessed by the home office. ‘Many of 
his complaints are made innocently and 
with all sincerity. The underwriter has 
two masters to serve, the officers of the 
company and the agents. 


Difference Is Pointed Out 


“Many agencies are seeking: First, 
quantity production and, second, quality 
of business, while the underwriter is 
concerned with: first, quality of business 
and quantity as a second consideration. 
The agent must realize that the under- 
writer would much rather approve an 
application standard than to decline one. 
The agent should understand that if the 
underwriter’s position were abolished. 
he too would soon be compelled to se- 
lect another field of endeavor. A. closer 
personal contact between the under- 
writer and the field man will bring about 
a more wholesome condition. The un- 
derwriter of the small company is in 
position to receive much more unfavor- 
able criticism than one in a large com- 
pany. Most censure comes from the 
agent who is failing. He will use the 
underwriter as an alibi for his failure.” 





Special Policyholders’ Issue | 

The New York Life.has-issued' a spe- 
cial policyholders number of the Nylic 
Review.: -Actual cases. of settlements, 
pictures of satisfied policyholders, health 
articles and pertinent facts are included 
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2 ku ~Proposed N. Y. Law Would 
nt of ef Force Abandoning Unique 
rer of hy. 

ocial = Clause of N. J. Company 
PY siolog 

quired, JJ NEW YORK.—Vice-president E. E. 


d if he jf Rhodes of the Mutual Benefit Life, 


cerned he speaking at the legislative committee 
Ay hearing, protested strongly against the 
Of con. ee banning of his company’s unique dis- 
= human & ability clause which would result from 


1owledge passage of the proposed New York in- 
— surance law revision in its present 
he an form. Mr. Rhodes pointed out that the 
the col. & Mutual Benefit disability provision has 
ly bears J heen successful, profitable to the pol- 
ssi. an & icyholders, and marked by an almost 
aed ' complete absence of litigation. There 
r of lit have been only four law suits in the 
Met eight years the company has been us- 
mean | ing the clause, two by policyholders 
»ple I ' and two by the company. One of the 
t them former was abandoned and the other 
A life | three were settled by compromise. 
; oP Mr. Rhodes also called attention to 
pealing B the fact that there are only 65 com- 

} panies in the United States having a 

' ljarger volume of insurance—with or 
en that ia without disability—than the Mutual 


' Benefit has with the disability rider. 





unrea- 
yy perf Pink Desires Uniformity 
oP | Superintendent Pink said that the 
rey. | reason for drafting the law so that it 
weal an would rule out the Mutual Benefit type 
By © of policy’ is a desire for uniformity. 
wana Deputy Collins of the New York de- 
office 1 partment asked Mr. Rhodes if any 
ee the ie other life companies had followed the 
© — Mutual Benefit’s example and received 
yan » a negative reply. Mr. Rhodes, how- 
field oN reaffirmed his conviction that the 
of the z Mutual Benefit has the solution to the 
ple | troublesome problem of writing dis- 
bis ability protection in’ connection with 
st be life insurance. ; 
oh Exclusion of the Mutual Benefit’s dis- 
Selle ability policy as proposed in the revision 
it ie recalls the difficulty the company had 
nike when it introduced the clause some eight 
ah years ago. Some states would not per- 
lt of mit the company to write it. Ruling 
‘ation out the clause in New York state would 
ony be tantamount to forcing the company 
oat to abandon it generally, since the New 
i ae York law would not permit the company 
ithe be °° do outside of New York what it may 
_ not do in New York. 
_ Uses Objective Criterion 
' The Mutual Benefit’s clause sets up 
‘irst, [ an objective measuring stick of disabil- 
ality — ‘ty, that is, the loss in earnings occa- 
r is — Stoned by the claimant’s disability. The 
ness policy provides that where a loss of in- 
tion. fF Ome is 75 percent of that earned in the 
der- [ Previous 12 months, the provision shall 
an — apply. The aim of this is to remove 
one, from the picture the always trouble- 
the some question of just what constitutes 
hed, — total and permanent disability. 
se — Mr. Rhodes said that the Mutual 
ser — Benefit policy had not only been free 
ler- from the losses which have quite gen- 
out — rally characterized disability business 
un- [| but that the Mutual Benefit had accu- 
in — mulated a surplus for disability con- 
or- — ‘tracts equivalent to almost the entire 
ym- —F ‘feserve carried on these policies. 
ri : Teachers’ Association Protests 
a g G. E. Johnson, attorney Teachers In- 
e. » Surance & Annuity Association, pro- 
tested against the change in the law 
would make mandatory the inclusion of 
* cash value tables on the retirement or 
ie annual premium type of annuity. He 
Pointed out that the annuities issued by 






his organization are paid for jointly 
y university teachers and the institu- 
tion by which they are employed, 5 per- 









Head General Agents Group 











REULING 


CLARENCE W. 





JOHN 


F. CREMEN 


At the annual meeting of the General Agents Association of the Massachusetts 
Mutual Life, held at the home office in Springfield, Clarence W. Reuling of Peoria, 
Ill., was elected president and John F. Cremen of Washington, D. C., secretary. 








cent of the teacher’s salary being con- 
tributed by each. The entire sum so 
contributed is paid as a death benefit 
if death occurs before annuity payments 
start. He said, however, that inclusion 
of cash surrender privileges under the 
contract would make it impossible for 
the Teachers Insurance & Annuity As- 
sociation to go on issuing its. present 
type of contract under which no cash 
values are payable before death or re- 
tirement. 

He also pointed out that permitting 





withdrawals as contemplated by the law 
would put the association into the bank- 
ing business and would create a very un- 
desirable situation in the event of fu- 
ture depressions. 


Dr. Palyi Gives Talk 


LINCOLN, NEB.—Dr. Melchior 
Palyi, University af Chicago economist, 
spoke to the insurance subdivision of the 
Lincoln chamber of commerce on the 
financial and economic situation. 








wrote on the wrappings :— 


contract delivery. 


blended, commonly brings it. 


Independence Square 








SALES SPOILAGE 


A housewife, mailing a package of home-cooked foodstuffs, 


“If not delivered in 10 days, never mind!” 


That same line might almost as well be attached, by printed 
slip, to many life insurance policies. 
between application and delivery, the greater the danger of 
sales spoilage. The applicant’s enthusiasm may -have oozed 
away, if there is much delay. Then the selling must be done 
all over again, and too often fails. 
be made to collect the insurance if the applicant dies before 


The “put-it-off’—the occasional underwriter with the 
“when I get around to it” habit in all things—needs constant 
supervision by his General Agent or Agency Supervisor, for 
his own profit and for the credit of his not-taken record. 
Wasteful, costly not-taken records are not popular in Agency 
or Underwriting Departments. 


Helpful in reducing not-takens, whether of prompt or delay 
deliverers, is cash’ with the application... Courage and tact, 


THE PENN MUTUAL. LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


The longer the time 


And, too, attempts may 


PHILADELPHIA 








Caution on Option 
Curtailment Urged 
By President Perry 
Massachusetts: Mutual Gen- 


eral Agents at Home Office 
—Elect Reuling President 





A program of long-range agency 
plans was unfolded at the annual con- 
ference of the Massachusetts Mutual 
General Agents’ Association at the home 
office in Springfield, Mass. Clarence W. 
Reuling of the Reuling & Williamson 
agency, Peoria, was elected president, 
succeeding Elmer W. Snyder, Cleve- 
land, general agent. Harry I. Davis, 
Atlanta, was elected vice-president, and 
John F. Cremen, Washington, secretary- 
treasurer. 

President Bertrand J. Perry reviewed 
the Massachusetts Mutual’s progress 
during the first nine months. In urging 
caution in the restriction of settlement 
option privileges, Mr. Perry said two 
reasons prompt these proposals. “First 
is concern over the long-range avail- 
ability of satisfactory investment out- 
lets at an attractive rate of return. The 
other has to do with administrative prob- 
lems and expense. Both factors are im- 
portant, and must always have the most 
thoughtful consideration of life insur- 
ance management. 

“All ofsus realize that the sphere of 
usefulness of life insurance has long 
since outgrown the proposition of pay- 
ing lump sums of money to widows and 
children unskilled in capital investment. 
The true function of life insurance is 
to replace financial values lost by the 
death of the insured. In the typical 
case, the insured’s death does not de- 
prive his family of a large single sum. 
Their financial loss is the month-after- 
month income upon which they depend: 
An equivalent lump sum placed in their 
hands does not, of itself, provide secur- 
ity for them. 


Consider Factors with Care 


“We are fully aware of the reasoning 
which prompts the restriction ideas ad- 
vanced. We have no quarrel with them, 
and -we propose to consider every fac- 
tor with due care. Nevertheless, we do 
intend:to do our own thinking on this 
extremely important subject. 

“Furthermore, I can assure you that 
this or any other valuable privilege now 
extended our policyholders—those whom 
it is our job to serve—will be withdrawn 
or materially curtailed only when we 
believe no other sound course can be 
followed. In meeting this problem, the 
field can be most helpful by~ keeping 
settlement agreement requests within 
reasonable, sensible bounds.” 


Preserve Proper Function 


In further discussing options, J. L. 
Marchese, manager benefit department, 
emphasized the importance of carefully 
drawn settlement agreements, avoiding 
needless complexities, yet preserving the 
proper function of life insurance in re- 
placing income values destroyed by the 
death of the insured. 

Underwriting practices were discussed 
by Vice-president Henry Loeb, Dr. Mor- 
ton Snow, medical director, and Michael 
Marchese, assistant secretary. An open 
forum followed, in which questions from 
the floor were covered. Similar pro- 
cedure was followed in the open dis- 
cussions led by Frances E. Emery, 
assistant secretary in charge of the pol- 
icy department; by the committee on 
disability claims, conducted by Vice- 


Presidents Loeb and Maclean; and by 
the actuarial department, under the lead- 
ership of Harry H. Peirce, actuary. 
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Finds Juvenile Cover Proper . 
and Desirable Field 





NEW YORK.—Richard S. Rust of 
Union Central in a discussion at the 
meeting of the Home Office Life Un- 
derwriters Association, expressed en- 
thusiastic “approbation of the principle 
of juvenile insurance. 

Strictly speaking, he declared, there 
is never any insurable interest in ju- 
venile insurance, but Union Central con- 
siders that every one has an insurable 
interest in his own life and that the 
child lias’ such an insurable interest in 
its life. If-the father is wealthy enough, 
Union Central feels it is perfectly safe 
to. write juvenile insurance even up to 
$100,000, Mr. Rust declared. The father, 
he pointed out, is not seeking indemnity 
for loss of the child’s life, but is. giving 
the child a present of life insurance 
which the father knows his child will 
need when he reaches inaturity. 


High Average Policy 


Union Central has been writing juve- 
nile insurance for just about a year.. It 
has sold 785 policies for $1,607,288, with 
an average policy of $2,047. 

The underwriting rules are deliber- 
ately designed to produce a large aver- 
age size policy. The applicant is re- 
quired to carry three times the amount 
issued to the child in an effort to reach 
a-class of higher economic status. Cash 
is required with the application for any 
amount under $2,000. Union Central has 
suffered not one death loss so far. There 
have been no lapses and only four or 
five policies have been returned. At age 
zero 111 policies have been issued. 

Considering the high mortality ex- 
pected during ‘the first year it is re- 
markable that none of these 111 have 
died, he said. 

Most of the juvenile policies are on 
the 20-pay life plan. This indicates that 
the insurance is bought for insurance 
purposes and not solely for educational 
purposes, that is, to supply the fund 
for a college tuition. The proper method 





: for -providing for the college or gram- 
mar school education of the child, Mr. 
Rust*said, is for the parents to carry 
life insurance, not for the child to carry 
endowment insurance. 

Juvenile insurance is a life long les- 
son in thrift. to the child, he said. It 
enables the parent to buy insurance for 
the child at a lower rate than it would 
cost* the insured if he waited until mid- 
dle age to purchase, teaches the child 
the use of insurance, builds a reserve 
that the child may later use, a savings 
fund for the child, educational fund, 
wedding gift for daughter-in-law, capital 
for son’s first business venture, teaches 
the son responsibility towards his mother 
and protects the insurability of the child. 

The agents like the policy. It opens 
a new field for them and gives them a 
means of approaching parents for more 
adult insurance. 

Union Central writes juvenile -insur- 
ance on infants of one day to 14 years, 
nearest birthday, as well as regular in- 
surance on children from 10 to 14 years. 
At those early years but few habits have 
been formed. and but few of the physical 
impairments of life have manifested 
themselves. as 


Anti-Selection Avoided 


The company can tell by medical ex- 
amination the present physical condition 
of the child and certainly as can the 
purchaser, and, therefore, selection 
against the company by the purchaser 
can be prevented. By inspection of the 
social and economic status of the fam- 
ily, the company can make certain that 
the child starts. life in a favorable en- 
vironment for development into normal 
maturity. Accordingly, the company 
can make sure that it starts out with 
normal average children. 

Mere youth excludes certain hazards 
which harass the underwriter of adult 
applications such as the degenerative 

(CONTINUED ON PAGE 20) 


Grooming Murphy 
for Federal Post 


DES MOINES—Ray Murphy, Iowa 
commissioner, is being groomed for pos- 
sible appointment by President Roose- 
velt as assistant Secretary of Labor to 
succeed E. F. McGrady, resigned. Mr. 
Murphy -is one of several candidates 
whose names have been submitted for 
appointment, it was learned from Sena- 
tor Gillette of Iowa who was asked to 
prepare a statement of recommendation 
and qualifications. The President is at- 
tempting to find a successor to McGrady 
who is: impartial as between rival aspira- 
tions of labor organizations headed by 
William Green and John L. Lewis. 

Mr. Murphy is a former national com- 
mander of the American Legion. 





Maintenance of Farms Taken 
Over by Companies Important 





LINCOLN, NEB—G. A. Bryant, 
Union Central Life, Kansas City, told a 
meeting of mortgage loan men here that 
their companies have too often forgot- 
ten such things as soil fertilization and 
general upkeep of farms in their zeal 
to keep collections from dropping off. 

His company, he said, is taking steps 
to rectify matters. Next spring it will 
send a work crew into four Nebraska 
counties, equipped with a terracing and 
contouring machine, to work on farms in 
which the company has an interest. 

“No insurance company or other land 
agency loaning its own funds,” he said, 
“can afford to be disinterested in opera- 
tion and maintenance of the farms on 
which they lend. This lack of interest 
and attention to that interest has been 
mainly responsible for difficulties that 
have developed in the farm loan field.” 

He prophesied that if the large land 
investment companies holding thousands 
of acres of land in Nebraska would do 
conservation work, it wouldn’t be long 
until the farms could be rebuilt and the 





farm mortgage market stabilized. 





R. L. Harrod, one of the leading pro- 
ducers for the Sam C. Pearson agency or 
the Northwestern Mutual Life in Kansas 
City since 1922, died there. 








Institution Seeks to Spot 
Suicides Years in Advance 




















Endowed Committee Backed }, ia 
Marshall Field and Others My ™ 
tio 


Have Interesting Report 







































NEW YORK.—Diagnosis of pote, 
tial suicides years in advance is part ¢j 
the aim of the Committee for the Stu4 
of Suicides, an endowed institution whic, 
began its work early this year and ; 
expected to make an interesting prelin. 
inary report in January. The commi. 
tee is subsidizing research in four prop. 
inent psychopathic hospitals, including 
the psychopathic department of Bell. 
vue hospital in New York City and jy 
addition the Institute of Psychoanalyt. 
ical Research in Chicago, 

The committee looks for no spectacy. 
lar or speedy results. It is fully recog 
nized that this sort of research has ty 
be carried on over a period of years t 
obtain any significant results. Marshal 
Field III has been the principal backer 
of the committee though there hay 
been a number of other contributors t 
its, support, many of them anonymoy. 

Life companies have been skeptical of 
any attempts to spot potential suicide 
since the average duration of policies 
which end up as suicides is probably af 
least 10 years. One prominent company§ 
which made a study found that the ay. 
erage duration of such policies was 17 
years. This would mean that any a-—> 
tempt to weed out potential suicides by > 
diagnosis in advance of accepting thep 
application would have to be an «x. 
tremely long range proposition. 


Long Quits Minnesota Department} 

H. L. Long, for 2% years rate super-§ 
visor of the Minnesota department, haf 
resigned to go with the general agency) 
of Rogers & Field in St. Paul. He 
probably will be assigned to field work F 

Succeeding him as rate supervisor is 
Oscar Hall, Minneapolis, for more than 
30 years in insurance work in Minne-> 





sota. For many years he was with thep Lou 
North American Life & Casualty. : em 
ion 





SPEAKERS AT THE LIFE PRESIDENTS CONVENTION 








CHARLES A. DUNNING 


Four distinguished speakers at the an- 
nual meeting of the Association of: Life 
Insurance Presidents to be held in the 
Waldorf Astoria Hotel; New York City, 
Dec. 2-3 are Charles. A: Dunning, John 
Edgar Hoover, Dr. Thomas’ Parrati and 
George A. Bowles. Mr. Dunning’is the 
minister of finance in Canada. ‘Over 25 
years ago he was ‘proniinent -in the 
Saskatchewan Grain Growers Associa- 
tion.’ He became “a leader in the ‘im:. 


a 














JOHN EDGAR HOOVER 


portant Canadian agricultural organiza- 
tions. In 1930 he was made a director 
and vice-president of the Equitable Life 
of Canada and then the Ontario Equi- 
table Life & Accident. He was subse- 
quently chairman of-its investment com- 
mittee and for three years its _ presi- 
dent. Mr. Hoover is director of the Fed- 
eral Bureau of Investigation. He has 
spent practically..all of his career in the 
criminal investigating field. He entered 





clerk in 1917. 


rw. 








DR. THOMAS PARRAN 





the Department of Justice as a law 
For a time he was a spe- 
cial assistant to the federal attorney gen- 
eral. In 1921 he was made assistant 
director of the Bureau of Investigation 
and has been ‘its director since 1924. 
Dr. Parran is surgeon general of the 
S. Public Health Service. He en- 
tered that field in 1916 as assistant sur- 
geon. From 1930 to 1936 he was com- 
missioner of the New York state depart- 


























GEORGE A. BOWLES 








ment of health. Ranging all the way 
from such work as rural sanitation te 
that of epidemic duty, his activities have 7 
brought him in contact with state and 
county as well as national health affairs 

Mr. Bowles is insurance commissionet 
of Virginia and is president of the Na 
tional Association of Insurance Commis- ~ 
sioners. He was formerly in the. legis- 
lature. He entered the department as 
deputy commissioner some years ago 
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w. H. Harrison Resigning 
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; W. H. Harrison, who for more than 
Of poten ff y9 years has served as vice-president and 
IS Part off <ynerintendent of agencies of the At- 
the Stu¢; B iantic Life of Richmond, Va., has re- 
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n. 


artment 


signed, asking ta be relieved of the bur- 
en of agency management. 

Born and educated in Richmond, Mr. 
ite super-f Harrison originally entered upon a 
nent, has} career of educational work, first in Vir- 
al agency ginia and later in Kentucky, being for 
aul. Hepa number of years president of Bethel 
eld work | College in the latter state. 

" Deciding to enter life insurance he 


arvisor isp ates 

10re than || became an agent for the Fidelity Mutual 
1 Minne) in a rural community, later moving to 
with the} Louisville where he became associate 


ty. general agent for Kentucky for the Na- 
a ‘tional Life of Vermont. Following this 
connection he returned to the Fidelity 
Mutual as manager for Kentucky, and 
»then became Kentucky general agent for 
ithe Connecticut Mutual. After seven 
‘years he was called to the home office 
to become assistant superintendent of 
agencies. In this capacity he devoted a 
large portion of his time to organization 
work. He was the author of that com- 
'pany’s original educational course. 

’ Mr. Harrison has heen president of 
©} the Louisville Life Underwriters Asso- 
ciation and a national executive commit- 
-+teeman from Kentucky of the National 
Association of Life Underwriters. He 
| was president of the Louisville Optimist 
Club and was for three years president 
/of Optimist International. He has 
"served as a member of the executive 
‘committee of the Association of Life 
Agency Officers. 


; Kentucky Deputy Becomes 
| London Lloyds Attorney 


uae 



























: FRANKFORT, KY. — Charles L. 
» Brown has resigned as deputy commis- 
Sioner of Kentucky ta become attorney- 
) in-fact for London Lloyds, which became 
Hlicensed in the state a few months ago. 

e had been connected with the de- 
partment 13 years, having been deputy 
for the past five years. For six months 
Prior to the appointment of Commis- 
Stoner Goodpaster he served as acting 
+ commissioner, 
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affairs |) May Erect New Building 

reqgichd >. The Durham Life is considering erect- 
nl > ‘ng a modern office building in its home 





/) city of Durham, N. C., to replace the 


} Pullen building in which it is now lo- 
cated. 
















Tuesday Big Day 
for the Woods Co. 
at Pittsburgh 


PITTSBURGH.—W., M. Duff, presi- 
dent and manager of the Edward A. 
Woods Co., Equitable general agent, 
reports that on Tuesday more applica- 
tions for life insurance were received by 
the Woods Company than on any other 
day this year. Making a special drive 
for new business to commemorate 
“Loyalty Day.” The Pittsburgh office 
had a private Western Union wire 
hookup with every Woods Co. office in 
the territory. Each representative wired 
Mr, Duff as soon as an application was 
secured. The application was then posted 
along with the record of every other 
representative’s business during that day. 
At 4 p. m. Mr. Duff reported that 450 
applications for $1,320,000 volume had 
been received, with the possibility that 
the total for the day would exceed 1,000 
for $2,500,000 volume. This figure rep- 
resents a total which exceeds. the 
amount of business done by many com- 
panies in an entire year. 








Carnal Made Indiana Manager 


J. E. Carnal, Kansas City, Mo., has 
been appointed branch manager at Fort 
Wayne, Ind., by the Occidental Life of 
California, succeeding C. S. Rathbone, 
who has been transferred to Davenport, 
Ia. Mr. Carnal will have charge of the 
entire state. 








NEWS OF WEEK 


Possible sequels to Equitable Society’s 
part-time move are awaited. Pagel 
* * x 

Live discussions on general underwrit- 
ing problems feature meeting of Home 
Office Life Underwriters Association. 

Pagel 
* * x* 


Southern Home Office Underwriters 
change name to Institute of Home Office 
Underwriters at annual meeting in 
Birmingham. Pagel 





* * xX 
Massachusetts Mutual General Agents’ 
Association considers long range agency 
building plans at home office conference. 
Cc. W. Reuling elected president. 


*x* *k x* 

Mutual Benefit Life protests outlawing 
of its unique disability clause under pro- 
posed New York insurance law revision. 

Page 3 
*x* * * 


Agreement to control direct mail so- 
liciting of other offices’ agents reached 
by Chicago general agents and managers 
at conference. Page 8 


Page 3 


* * * 

W. H. Harrison, vice-president and 
superintendent of agents of the Atlantic 
Life of Richmond, Va., has resigned. 

Page5 
* * 


Kenneth R. Miller, consultant Life In- 
surance Sales Research Bureau, talks on 
“Underwriting for Persistency” at the 
meeting of the Southern Home Office 
Underwriters at Birmingham. Page 2 

* * x 


Prize winners in the high school letter 
writing contest sponsored by the Na- 
tional Association of Life Underwriters 
are announced. Page7 

* * * 

Richard S. Rust gives some interesting 
observations on juvenile insurance in 
discussion at meeting of Home Office 
Life Underwriters Association. Page 4 

* * * 

Committee for suicide study expects 

to make interesting report in January. 
Page 4 
* * x 


G. I. Henson, underwriter for the Fi- 
delity Mutual Life of Dallas, talks on 
the responsibilities of man in his calling 
at the meeting of the Southern Home 
Office Dedaewenians. ‘ Page 2 

* 


Service Life of Nebraska reinsures the 
business of Builders Life of Chicago. 
Page 6 
* * * 


Dr. W. J. Allison of the staff of Johns 
Hopkins Hospital becomes medical direc- 
tor of the Seuthwestern Life. Page 13 

* * * 

E. A. Olson, president Mutual Trust 
Life, has been appointed chairman of the 
insurance division of the Ilinois cham- 
ber of commerce. Page 8 








“‘How’s Business?” is not an uncommon question among life insur- 
ance salesmen. Next to the weather, football, and the high cost of living, 


it’s probably the favorite topic of office conversation for them. 





Successful salesmen know that the best place to find the answer to 
this question is not in office conversations with their fellow underwriters, 
but out on the firing line in the presence of prospects. So that’s where they 


spend their time. 





By spending their time in the presence of prospects, fieldmen 

of Northwestern National Life of Minneapolis found business in 
October better than a year ago, just as they had found it in August and 
September. October new business for them showed a substantial gain over 
the same month of a year ago, and, as the application entry crew of the 
home office new business department is discovering, November is pointing 
in the same direction with a 27 per cent increase for the first eleven days. 
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October Production Less 
Than for Same Month, 1936 


NEW YORK.—New life insurance 
production for October was 2 percent 
less than for October, 1936, while the 
total for the first 10 months was 5.7 
percent more than for the corresponding 
period of last year, according to the 
Life Presidents Association. 

For October total new business was 
$701,038,000 against $715,261,000 in Oc- 
tober, 1936. New ordinary was $429,- 
358,000 against $442,289,000, decrease 
2.9 perceyt; industrial was $226,243,000 
against $232,465,000, decrease 2.7 per- 
cent; group $45,437,000 against $40,- 
507,000, increase 12.2 percent. 

For the first 10 months, total new 
business was  $7,546,739,000 against 
$7,137,508,000, increase 5.7 percent; or- 
dinary $4,700,671,000 against $4,434,014,- 
000, increase 6 percent; industrial $2,214,- 
759,000 against $2,242,393,000, decrease 
1.2 percent; group $631,309,000 against 
$461,101,000, increase 36.9 percent. 








Open Kansas City Office 

The Woodmen Circle has opened an 
office at 316 Shukert building, Kansas 
City, -Mo., and has appointed Miss 








Frances Ferguson as state manager and 
Mrs. Hilda Simons secretary. 





N.A.L.U. Trustees Meet Dec. 1 


President Cummings Expects to Have 
Activities Programs from Chairmen 
for Consideration Then 








NEW YORK — President O. Sam 
Cummings of the National Association 
of Life Underwriters expects to have 
from each committee chairman an out- 
line of his program of activities for the 
consideration of the special trustees’ 
meeting to be held here Dec. 1 at the 
Waldorf-Astoria. This procedure is ex- 
pected to get National association activi- 
ties going under full speed as promptly 
as possible. Mr. Cummings asked the 
committee chairmen to have their pro- 
posed programs in his hands by Nov. 15. 

Beyond these reports, it is understood 
that nothing specific is on the agenda. 
While the December meeting in New 
York City at the time of the Life Presi- 
dents Association convention is a special 
gathering, it has been regularly called 
by the national presidents for the past 
several years and has come to be looked 
upon as the usual first post-convention 
meeting. 





Office staff. 
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Going Forward 
in 1937 


At the close of the first six months of 1937, our 
records show the following results: 


Insurance Issued (Net). . . 


A Gain, over the first six months 
of 19386, of .. . 


Total Insurance in Force . 
Gain in Assets... 


These outstanding results, at the half-way 
mark of the cvrrent year, were achieved by a 
well trained loyal Agency force working under 
a result getting production plan that has 
been developed by an Agency-minded Home 


WOULD YOU LIKE TO KNOW WHAT 
THE PLAN CONSISTS OF? 


If so, direct your letter to 
A. B. OLSON, Agency Vice President 


GUARANTEE MUTUAL 
LIFE COMPANY 


LICENSED IN TWENTY-ONE STATES AND THE DISTRICT OF COLUMBIA 


$12,098,885 


22/2% 
. $10,309,269 
708,045 


OMAHA, NEB. 


Organized 1901 











New Appointment 








Ss. C. MecEVENUE 


S. C. McEvenue, general superintend- 
ent of the Canada Life, has been elected 
a member of the executive committee of 
the Life Insurance Sales Research Bu- 
reau. 








Builders Life Is Taken Over 


Service Life Assumes All Business 
and Liabilities of Chicago Company 
Without Lien 








The outstanding policies and all liabil- 
ities of Builders Life of Chicago have 
been reinsured by the Service Life of 
Nebraska. All policies and claims have 
been assumed in their entirety and there 
is no lien. 

The consideration to stockholders of 
Builders Life is the profit for a 10 year 
period from reinsured business and ap- 
preciation in value of assets of Builders 
Life, after deducting a charge for the 
administration of the business. 

Builders Life had about $6,150,000 in- 
surance in force and about 6,000 policy- 
holders. 

Builders Life was promoted in 1928 
with men in the building trades taking 
most of the stock. E. M. Craig, who had 
been an important contractor in Chi- 
cago, stepped into the presidency later. 
R, P. Zimmerman, secretary and assis- 
tant treasurer, has been the practical in- 
surance administrator and he remains 
with the Service Life in an agency ca- 
pacity. 


Figures as of Dec. 31 


As of Dec. 31, 1936, assets amounted 
to $359,499, policy reserves $184,551, 
capital $100,000, net surplus $25,357. 
Total income amounted to $294,386 and 
total disbursements $194,819. 

Attorney Henry S. Moser of Chicago, 
who was chairman of the committee of 
the Illinois Bar Association that drafted 
the new Illinois insurance code, states 
that this is the first reinsurance contract 
that has been effected by an IlIlinois 
company since the adoption of the code. 
Mr. Moser was one of the legal repre- 
sentatives of the Service Life in the 
transaction. It demonstrates the bene- 
fits to all parties, he states, by the sim- 
plified procedure provided by the code. 
Such contracts may now be consum- 
mated with a minimum amount of de- 
lay. The deal was completed without 
the disruption or disturbance of the re- 
insured business, heretofore usually ac- 
companying such a transaction under the 
burdensome, complicated and long drawn 
out procedure required to be followed 
under the former statute. 

The Service Life was organized in 
1923 with offices in Omaha. It has over 








$30,000,000 of insurance in force and 


Prudential Payments Made 
for First Nine Months 


—_ 


Total Sum Paid Out During Thi, 
Period Ran Up to $137,000, 
for Death, Disability, Maturitie, 





During the first nine months of thi 
year the Prudential paid over 300,04 
death claims and matured endowment 
Total claim payments including dig. 
bility, accident and casualty benefits anj 
annuities amounted to more than $137, 
000,000. In the industrial branch death 
claims aniounted to $36,714,331, matured 
endowments $6,904,585, accidental death 
benefits $2,124,173, payments for loss of 
eyesight, hands or feet $1,103,897. Pai 
up additions were $8,417,963. In the 
ordinary branch death claims were $56. 
070,213, matured endowments $10,693. 
773, annuities $5,349,044, accidental death 
benefits $2,065,110, disability payments 
$7,372,774, group accident and _ health 
payments $940,843. It found that 13,81) 
of these claims amounting to $4,913,682 
were on policies that had been in force 
less than a year. 

The Prudential at the end of Septem. 
ber was remitting monthly income 
checks to beneficiaries of ordinary poli- 
cies for a total of $390,241 a month. 








more than $6,250,000 of assets. It is ]j- 
censed in 10 states and has been operat- 
ing in Illinois almost since its inception, 

As of Dec. 31, 1936, assets amounted 
to $5,881,882, policy reserves to $5,079, 
584, capital $150,980 and net surplus 
$166,766. Insurance in force was $23, 
716,866. Total income was $1,421,720, 
total disbursements $883,150. 

John A. Farber, the president, is an 
aggressive insurance operator of consid- 
erable experience in the business. He 
is a forceful character. 

The business of Builders Life is re- 
garded as desirable, but the assets are 
below par. 





W. C. Beardsley of Newark, 78, the 
second oldest agent with the Security 
Mutual Life, has received a personal in- 
vitation from President F. D. Russell, 
inviting him and his wife to be the 
guests of the company at its annual con- 
vention in Washington Jan. 6-8. Mr. 
Beardsley has been with the company 
37 years. © 


Breaks Record 

















~ 


JOE MEINZINGER 








Joe Meinzinger, attached to the head 
office agency of the Dominion Life in 
Waterloo, Ont., broke a record for ap- 
plications written in Waterloo county 
during October. He paid for 72 cases 
on 72 different people. 

Mr. Meinzinger started from scratch 
in life insurance a little less than a year 
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' City, immediate past president of the 


: prize, $150, Merrill A. Stevens, Weaver 


| prize, $100, Carolyn Beyer, Saginaw 
» high school, Saginaw, Mich.; and fourth 
| prize, $75, Lillian Smith, Beaumont high 
© school, Beaumont, Texas. 


; Ten Other Prizes Awarded 


) to 
' Buchtel high school, Akron, Ohio; Mil- 
- school, 
| Siewe, Chaminade high school, Dayton, 


Ohio; Dorothy Knisely, Everett high 
- school, Everett, Wash.; Claudia Beatrice 


4 oke, Mass.; Leon Chun, McKinley high 
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Prize Winners Announced 


List of the Victorious in Essay Contest Sponsored 
by the National Life Underwriters Association 





NEW YORK—Joan W. Augustus, a 
i4-year old student at Chicago’s Hyde 
Park high school, has been awarded 
frst prize of $200 in the nationwide high 
school letter writing contest sponsored 
by the National Association of Life 
Underwriters, it is announced by W. R. 
Furey of Pittsburgh, chairman of the 
committee handling the contest, J 

Over 1,200 high schools submitted 
approximately 100,000 letters for pre- 
liminary judging in the contest for cash 
awards totaling $1,525. One hundred and 
seventy-five local life underwriters asso- 
cations submitted entries for the final 
national competition, which was judged 
by Dr. S. S. Huebner, professor of in- 
surance and commerce, University of 
Pennsylvania, chairman; L. A. Lincoln, 
president Metropolitan Life; John T. 
Madden, dean of the School of Com- 
merce, Accounts & Finance, New York 
University; John “Marshall Holcombe, 
manager Life Insurance Sales Research 
Bureau, and T. M. Riehle, New York 


National association. 
Other prize winners were: Second 


high school, Hartford, Conn.; third 


Ten prizes of $50 each were awarded 
the following: Patricia Machan, 


dred Virginia Kidd, Catonsville high 
Catonsville, Md.; Albert G. 


Depping, St. Jerome’s high school, Holy- 


school, Honolulu, Hawaii; Helen Dan- 
elz, Washburn high school, Minneapolis; 
Robert Garlow, Oklahoma City; Ray- 
mond H. Yeldham, Germantown high 
school, Philadelphia; and Frances 
Mosher, Riley high school, South Bend, 
Ind. 


Twenty Prizes of $25 


The following students were awarded 
the twenty $25 prizes: Kenneth Irish, 
North Dallas high school, Dallas; Bob 
Blackburn, Roosevelt high school, Des 
Moines, Ia.; T. Bedford Jones, McKin- 
ley evening high school, Washington, 
D. C.; Marie Stephens, W. C. Stripling 
high school, Fort Worth; Kathryne 
Kenny, Huron high school, Huron, S. 
D.; Betty May Bloom, Hutchinson 
high school, Hutchinson, Kan.; Lois 
Johnson, Robert E. Lee high school, 
Jacksonville, Fla.; Mary Mehrhoff, Mur- 
rayville high school, Murrayville, IIl.; 
Howard Martin, Lubbock high school, 
Lubbock, Tex.; Patricia Bennit, West 
senior high school, Madison, Wis.; 
Hurst K. Majors, Manhattan senior high 
school, Manhattan, Kan.; Jeanne Metz, 
New Castle senior high school, New 
Castle, Pa.; Jack Hendrickson, Lincoln 
high school, Portland, Ore.; O. L. Up- 
dike, Jefferson senior high school, Roa- 
noke, Va.; Patricia Hennessy, St. Paul’s 
school, St. Petersburg, Fla.; Sue Alice 
Williams, San Jose high school, San 
Jose, Cal.; Kenneth O. Ghormley, 
Franklin high school, Seattle, Wash.; 
Jack Wells, Onondaga Valley academy, 
Syracuse, N. Y.; Robert N. Kirk, High- 
land Park high school, Topeka, Kan., 
and K. June Hoke, Watervliet high 
school, Watervliet, N. Y. 


Prize Winning Letter 


Miss Augustus, whose entry won first 
Prize, was 14 years old and a sophomore 
at Hyde Park high school in Chicago 
when her entry was submitted. The 


one of the editors of her school news- 
paper. Her entry reads: 

“IT am not a father—yet the welfare 
and education of sons and daughters 
everywhere are my great concern. 

“T am not a husband—but the security 
and happiness of all wives are under my 
protection. 

“IT am the prudent and faithful friend 
of the widow, the orphan, the disabled 
and the aged. 

“T provide security and contentment 
for the old man and make his old age 
serene and bright. 

“T give the young man courage and 
enable him to take advantage of his 
opportunities. I give him an optimistic 
outlook, a sense of security and help him 
to maintain his self-respect. 

“I have taken an active part in the 
economic and social life of the nation. 
My resources have helped the farm, the 
factory and the railroad. I have helped 
to build and sustain America, 
“I have been tested by time. Other 





institutions pass, but I remain. Neither 
prosperity, nor calamity, nor depression 
have made me break faith with those 
who trusted me nor made me violate 
the trust reposed in me. 

“The wise man knows me and wel- 
comes me. I ask for little—I give much 
in return. I give freedom—freedom 
from care—freedom from a heavy heart 
—freedom from financial failure. 

“He who places his faith in me shall 
never want. 

“IT AM LIFE INSURANCE!” 


W. R. Petillon in Charge 


Effective Dec. 1, W. R. Petillon will 
take charge of the Minneapolis office of 
the Berkshire Life as manager. For the 
time being, no one will be named general 
agent to succeed C. E. Petillon, who 
leaves early in Decemebr to take charge 
of the Springfield-Providence agency. 
W. R. Petillon, his brother, has been in 
the Minneapolis office for 2% years and 
before that was at Ottawa, IIl., for the 
company. 


Popescu With Ohio National 

P. C. Popescu has been appointed 
manager of the Ohio National’s north- 
eastern Ohio agency at Youngstown, O. 
Mr. Popescu was in the banking busi- 
ness at Youngstown for 17 years, the 











Industrial Union Activity 
Contrasts with Ordinary 





NEW YORK.—Unionization activities 
among industral agents here contrast 
strikingly with what might be viewed as 
the reverse of this situation among or- 
dinary agents. Efforts in the ordinary 
field have been along the lines of elimi- 
nating the less able men and concen- 
trating on getting a higher quality in 
agency representation. Any attempt to 
improve the status of the marginal agent 
by a general leveling in agents’ earnings 
would certainly meet with scant support 
from the relatively small percentage of 
ordinary agents who write the bulk of 
the life insurance business. In fact, the 
latter would probably welcome a “strike” 
by the poorly equipped and unsuccessful 
agents. 








past five years as manager of the Camp- 
bell branch of the City Trust & Savings 
Bank. He is an accomplished linguist 
and speaks five languages. He produced 
$80,000 of business his first month with 
the company. 





an improved settlement option 


Get 
$1.50. National Underwriter. 


slide rule. 
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Home Office. 


MINNESOTA MUTUAL 


shows another gain! The regular business for 
the first three quarters of 1937 is 8°%% ahead 
of the same period last year. This increase 





is reflected in the incomes of our field force. 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 

Proven plans for finding—training agents. 
A liberal financing plan for your agents. 

A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 
Policies for every purpose: Regular—Juvenile— 
Women—Group—Payroll Savings, etc. 
Low Monthly Premiums. 


A $200,000,000.00 Mutual Company with $40,000,000.00 in 
Assets, 57 years old with an understanding co-operative 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 

















daughter of a Chicago lawyer, she is 
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C.L.U. NEWS 


WORTHINGTON AT CLEVELAND 


W. P. Worthington, superintendent of 
agencies Home Life of New York, ad- 
dressed the Cleveland C. L, U. chapter 
on “Selling Principles Behind Program- 
ming.” 

He said programming life insurance 
could be utilized by the average agent 
on good average prospects. Agents must 
not attempt to figure how much in- 
surance a man can afford. The prospect 
must always decide that. In presenting 
a plan the prospect must not be allowed 
to read it over by himself. The agent 
must go over the plan with him step 
by step, building a word picture of peace 
and security for the prospect. 

The programming method has for its 
main pyrpose laying a foundation on 








which the salesman can build toward a 
close and put the prospect in a buying 
frame of mind. The policy salesman 
can only concentrate on the close, he 
said, and it becomes evident to the 
listener that the close is not based on 
serving the prospect and solving his 
problem, but on serving the salesman 
and solving the salesman’s problem of 
commission, 





ST. PAUL CLASSES START 

The 1937-38 term of the C. L. U. 
study classes in St. Paul opened Nov. 
15 with Dean Field of the Prudential 
as instructor. The classes will continue 
through the winter and spring. 





ST. LOUIS MEETING 


Allen May, general solicitor General 
American Life, in his address before the 
st; Louis C. 1, U, :chapter;said: “To 
you of certified professional qualifica- 
tions who are called upon to advise 
people in the higher income brackets 
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GOOD SALESMEN get a ‘‘kick’”’ out of selling 
something they know will give satisfaction and 
stand up under trial. Reserve Loan Life repre- 
sentatives have this feeling. Write for informa- 
tion regarding our line of modern policies and 
our up-to-date agency contracts. 
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ing insurance laws and, during the past 
three years, the acceptance of a workable 


cooperation in publicizing the importance 


of taxation is at once an inspiration and 
a challenge. 
at burdens which have been assumed 
by or thrust upon government in recent 
years and give heed to the presently de- 
clared purpose of the national adminis- 
tration to restore the solvency of gov- 
ernment without realizing that the so- 
lution is in larger taxes levied upon and 
larger taxes collected from your select 
clientele. In advising your clients, 
therefore, it behooves you to know what 
you are talking about and not to pro- 
vide to your prospect protection which 
fails to fulfill its purposes or, even 
worse, increases his tax responsibility.” 





CINCINNATI MEETING 


Milton Elrod, Jr., many years legal 
editor of the R & R Service, Indianap- 
olis, addressed the Cincinnati chapter on 
“Advanced Underwriting Problems,” 
discussing the problems of taxation and 
the 1937 revenue act. 





Boston Supervisors Hear Gay 


The Life Supervisors Club of Boston 
at its monthly luncheon meeting listened 
to a practical talk on “How to Bait a 
Fish Hook” by Clyde F. Gay, Boston 
general agent Aetna Life. 





New Chairman 








EDWIN A. OLSON 


E. A. Olson, president Mutual Trust 
Life of Chicago, has been appointed 
chairman of the insurance division of the 
Illinois chamber of commerce according 
to an announcement just made by 
Omar H. Wright, president. Mr. Olson, 
widely known in insurance and legal cir- 
cles, becomes the third chairman in five 
years to handle the insurance program 
of the state chamber as it applies to the 
general business welfare of the state. H. 
A. Behrens, president Continental Cas- 
ualty and James Kemper, president Lum- 
bermens Mutual Casualty, predecessors 
of Mr. Olson in the appointment, han- 
dled the details of a commendable and 
successful effort to secure divorcement of 
the insurance division from the depart- 
ment of trade and commerce, cooperat- 
ing with the insurance industry in 
strengthening and enforcement of exist- 


insurance code which is considered to be 
of major importance in the development 
of the insurance industry in Illinois. 

Under Mr. Olson, the insurance divi- 
sion is expected to consolidate the pro- 
gram of the past few years, extend full 


of the code to the general public and as- 
sist in insuring a continuation of busi- 
nesslike and honest enforcement of these 
laws. Projecting the insurance industry 
of Illinois to the highest possible peak 
of reputation and efficiency is the objec- 








upon their insurance needs, the matter 


No one can look squarely 


Chicagoans Agree to Limit 
Direct Mail Proselyting 





General Agents and Manage, 
Division Fortifies Pact Signe 
Three Years Ago 





Action was taken by the gener 
agents and managers division of th 
Chicago Association of Life Underwrit. 
ers this week to control direct mail so). 
icitation of agents by the signatories to 
the agreement signed by most Chicago 
agencies three years ago not to prose. 
lyte one another’s agents. 

There have been a number of agen. 
cies that have steadily circularized 
agents of other offices, nominally to se. 
cure their surplus business, but stress. 
ing various advantages such as commis. 
sion rate, premium rates or special con. 
tracts. Many general agents and man. 
agers felt such offers were disturbing 
especially to new organization. 


Calls for Submission 


Therefore the division this week con. 
sidered and adopted a proposal under 
which direct mail matter must be sub. 
mitted to the agency head whose agents 
it is proposed ta _ circularize. The 
thought is that this will permit him to 
check any demoralizing results of even 
well intentioned offers. 

Many offices which have regular di- 
rect mail service to brokers are inno- 
cently offending due to the fact many 
life agents have secured general brokers 
licenses, and the listings show only the 
address and not the life company con- 
nection. There seems no way to avoid 
such unintentional infringement. 


Not Agreed on Status 


Opinions vary as to whether there 
has been much or little deliberate prose- 
lyting of agents in Chicago. Some 
agency heads state that the agreement 
has had little or no effect, and that a 
general agent or manager is foolish not 
to resort to this practice in recouping 
agency losses due to his men constantly 
being exposed to flattering offers from 
many other signatories to the agree- 
ment. Others, however, say the situa- 
tion is not bad. 

There has been some thought of 
amending the agreement to specify that 
an agent should not be approached until 
he had resigned from his affice, but this 
also probably would be ineffective. 

C. B. Stumes, chairman of the divi- 
sion, opened the meeting, then turned 
it over for open discussion purposes. 


In Hands of Committee 


The entire subject of what measures 
to take in remedying the proselyting 


the original committee on the matter 
appointed three years ago. W. M. 
Houze, John Hancock, is chairman, 
members being E. B. Dudley, Travelers: 
John Dingle, Massachusetts Mutual; 
Marc A. Law, National of Vermont, and 
E. B. Thurman, New England Mutual. 


Moore Is Columbus Speaker 


The Columbus Accident and Health 
Association had as the speaker at its 
monthly meeting Russell S. Moore, as- 
sistant superintendent of agencies Mid- 
land Mutual Life, on “The Proper 
Mental Attitude.” 

W. B. Cornett, president, presided. 








Lorraine Sinton, sales promotion man- 
ager Paul A. Cook agency, Mutual 
Benefit Life, Chicago, and author of the 
book “Practical Prestige Building,” 
celebrated her 10th anniversary with the 
company recently. Miss Sintan started 
with the A. A. Drew agency in 1926 
and published the “Pelican’s Squab,” 4 
house organ, for nine and a half years. 





H. W. Leyens, 73, founder of the 
Stonewall Life and former member of 
the Mississippi highway commission, 





tive of the Illinois chamber of commerce. 





died at Vicksburg. 
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Equitable Society Loses in Arkansas 
Supreme Court Double Indemnity 


Ruling 





LITTLE ROCK, ARK.—The Equi- 

table Society is liable for double in- 
demnity on two accident policies total- 
ing $15,000 issued to the late W. R. 
Dyess, state WPA administrator, who 
was killed in the Goodwin, Ark., air 
crash Jan. 14, 1936, the supreme court 
held. 

Liability for the face amount was ad- 
mitted by the company, but for double 
indemnity was disputed as the policy de- 
nied liability for double indemnity in 
cases of death incurred while insured 


; was “engaging as a passenger or other- 


wise in submarine or aeronautic expedi- 
tions or operations.” The legal ques- 
tion involved was proper definition of 
“seronautic expeditions or operations.’ 

Suit for the additional $15,000 brought 


| in Pulaski circuit court, by the widow, 


resulted in judgment rendered to her, 
which was affirmed by the supreme 
court. In part the opinion stated: 


Supreme Court’s Opinion 


“If appellant (the insurance company) 
meant to exclude liability while riding 
as a passenger or otherwise in any kind 
of aircraft, why did it not say so in 
such plain language that a wayfaring 
man ,though a fool, might not be de- 
ceived thereby? 

“The insured when killed was no more 
engaged in an expedition in the common 
or normal sense of the word than if he 
had been a passenger on a train or bus. 
A passenger engaged in an aeronautic 
expedition would seem to be on having 
some part in the conduct or operation 
of the expedition. Certainly a passenger 
takes no part in the operation of the 
vehicle on which he is carried. 

“The result of our views is that the 
insured was engaged neither as a pas- 
senger nor otherwise in an aeronautic 
operation, and that the judgment of the 
circuit court is correct and must be af- 
firmed.” 

Instead of electing a cash settlement, 
Mrs. Dyess chose to leave the money 
on deposit and collect a monthly bene- 
fit of approximately $83.50. 


Group Sales Ideas Given 


Disability Manager Ad- 
& Health 








Sun Life 
dresses Detroit Accident 


Association 





DETROIT.—Five fears haunt the 
worker—loss of his job, death, old age, 
illness and accident, and no program of 
social security for the individual can be 
complete without provision of indemnity 
for illness and accident, H. N. Phillips, 
regional manager of the group disability 
department of the Sun Life’s Detroit 
branch—the largest group disability de- 
partment of the company—told the De- 
troit Accident & Health Association at 
its November meeting. 

Individual savings are usually insuf- 
ficient to care for workers’ families in 
case of serious illness or accident, so 
some type of accident and health insur- 
ance is necessary, he asserted. Research 
has disclosed that about two- thirds of 
the usual income is absolutely necessary, 
giving insurance men a basic minimum 
for the amount of coverage necessary for 
their policyholders. 

In the case of group disability cover- 
age, the employes should participate in 
the premium payments and should have 
a voice in the administration of the plan. 
This procedure does much to prevent 
moral hazard in this class, he said. 
Where the employer pays the entire pre- 
mium there is too much temptation for 
the employes to get the idea that it may 





be more desirable to lay off at two- 
thirds pay than to work for full pay. 

Success in selling group disability is 
5 percent inspiration and 95 percent per- 
spiration, he declared. The salesman 
should make an effort to develop a pleas- 
ing personality that will gain him the 
confidence and liking of the employers 
he calls on. The best hours for this 
contact are between 8 and 10 a. m. and 
between 3 and 4 p. m., he said. 

“If you secure an interview under 
favorable circumstances and fail to 
arouse the prospect’s interest in the first 
ten minutes, it will pay to drop him and 
seek another prospect,” he advised. He 
urged developing an interest in char- 
itable work and hospital visiting as an 
aid to getting the right perspective and 
to get a first-hand fund of human inter- 
est stories for sales use. 

He also advised use of a standardized 
sales talk as a means of making the 
development of this type of business 
more profitable. The use of human in- 
terest pictures and charts can be made 
very effective, he said, since one good 
picture is worth 1,000 words in selling. 





Complete Chicago Day Plans 





Novel Playlet Is Announced by Chair- 
man John H. Sherman for Dec. 10 
Meeting 





Chicago Day is that one day each year 
set aside by the Chicago Association of 
Life Underwriters, at which time aill 
members of the association, as well as 
all other life insurance men in the Chi- 
cago territory, are invited to attend a 
miniature sales congress, speakers for 
which are all selected from membership 
in the Chicago association. som H. 
Sherman, manager of the W. A. Alex- 
ander & Co.’s agency of the Penn Mu- 
tual, is chairman of Chicago Day, which 
will be held Dec. 10. 

The program is in the form of a play- 
let, showing how John W. Agent is re- 
cruited into the life insurance business, 
trained in the fundamentals, taught pros- 
pecting and sales talks, given the essen- 
tials of business insurance and program- 
ming and later, after an appropriate 
lapse of time, John himself, imperson- 
ated by Louis Behr, comes back as the 
principal speaker of the day, in a brand 
new programming talk, which should be 
a fitting climax to the entire program. 

Mrs. Olivia Orth Hewitt is directing 
the play, coordinating the various talks 
and arranging the scenes to provide a 
smooth running and comprehensive pic- 
ture of the making of a successful life 
insurance agent. Mr. Sherman selected 
the cast on recommendations of associa- 
tion members. The cast is as follows: 

E. B Thurman, general agent New 
England Mutual Life; Berrien Tarrant, 
manager, Canada Life; Harry Walters, 
supervisor, Stumes & Loeb agency Penn 
Mutual Life; J. S. Braunig, associate 
general agent, Dingle Agency, Massa- 
chusetts Mutual Life; Louis Behr, Lust- 
garten agency, Equitable Society; Don- 
ald A. Nash, Brennan Agency, Fidelity 
Mutual Life; Raymond W. Frank, 
Caperton Agency, State Mutual Life; A. 
W. Ormiston, Travelers; L. Mortimer 
Buckley, Albritton Agency, Provident 
Mutual Life. 





Wood in San Francisco 


Edward Wood, supervisor for the 
Phoenix Mutual Life, has arrived in San 
Francisco to remain several months with 
the Clarence W. Peterson agency. Pre- 
viously he was in Los Angeles for four 
months and prior to that with the Se- 
attle agency for six months. 





Cc. C. Day, Oklahoma City general 
agent Pacific Mutual Life, spoke to the 
Oklahoma City Business and Profes- 
sional Women’s Club on “Factors of Eco- 
nomic Security.” 
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at support to thei¢ fanwilias in caseot their death , tat the possession of such © Policy of inousance, given a permancnt 

credit for its amount ; oF in exes of a reverse in fortane, loans can be attained upon ite security, Married women, can insure 
the lives of their bushands, scare from their creditors, if néed be, and after their own deaths, the same may be wale paysble 
to their children. Aloo by an endosement bor thoi children; parents nay secete ta thems & Capital rut on arriving a mature 
age, with the profits thereus, annually aided to the principal. In fect, a vases ws are the conditions to be provided for us 
Ufo, no nenmorous are the provisions and yrotections, tobe foand in thie Mutual Oompony, ita fands ond their weeummulation 

4 ee orb od wit ng, from ite business, reverting to them io wvailable weoriy 
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This Advertisement Is 91 Years Old! 


It is the first declaration of the 
Company, published when it 
opened its doors in 1846. 


Even then, as now, Life Insurance 
served the same purpose. 
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Live Discussions 
at Underwriters’ 
Three Day Session 


(CONTINUED FROM PAGE 1) 


pect for a large line of insurance and 
can help the reinsurer form a good pic- 
ture of the risk. The original company 
can help by submitting originals of 
electracardiograms and x-rays and by 
making sure that photostats are clear. 
Another point made was the importance 
of reinsurance arrangements, which of- 
fer agents complete service through 
their own “company when lack of such 
facilities might drive the big writer to 
a larger company. Mr. Cathles also em- 
phasized that underwriters should not 
alibi rejections by blaming reinsurers, 
adding that the reinsurer should always 
be kept in the background. 





Fraud and Over-insurance 


He ended his discussion by speaking 
of the reinsurer’s twin bugbears, fraud 
and overinsurance. “The amount of 
fraud revealed by investigation of a re- 
insurance company’s death claim regis- 
ter,” he stated, “is a sad commentary 
on the morals and honesty of some of 





our more important citizens. These 


men do nat really need insurance—what 
they want is a sure thing.” The prac- 
tice has caused so much loss that under- 
writing rules of reinsurers have become 
much stricter than those of the direct 
writing companies, ‘There is this pe- 
culiar thing about over-insurance,” he 
added, “that one additional acceptance 
of the risk after all permissible has been 
issued can convert a fair average risk 
into a package of dynamite on the books 
of all companies and the conservative 
companies are thus forever at the mercy 
of any careless or overliberal company.” 


Underwriting Personnel 


A study of underwriting personnel 
was made by A. D. Reiley, assistant 
manager of selection and supervisor of 
risks Mutual Life of New York, the 
last speaker of the morning session. Mr. 
Reiley’s study was presented from a 
subjective point of view, from which he 
defined what should be the underwriter’s 
mental attitude toward his problem. He 
stressed the difference between what he 
called the “case man” and real under- 
writer. The case man, he said, never 
gets beyond his cases, but the true un- 
derwriter studies the principles under- 
lying and guiding his actions. Mr. Rei- 
ley’s concern was only with the true 
underwriter. 

In laying down the requirements for 

















A Policy 


Every Person 
and Purpose 





FOUNDED ( 





Known For Its Soundness 


Outstanding in an industry notable for its financial soundness, 
The Great-West Life Assurance Company is known wherever 
insurance men foregather as an example of sound finances, 
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fill every known life insurance need—a policy for every person and 
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underwriting training, he said that the 
beginner must become fieid minded, 
since field success and underwriting suc- 
cess go together. The underwriter must 
*be told, he said, that the worst sin he 
can commit is “underwriting waste,” 
marked by delay which necessitates a 
resale, by the agent, and by rejection of 
acceptable business. He offered the sug- 
gestion that review of rejections by sev- 
eral underwriters might offset this tend- 
ency. Mr. Reiley said that the under- 
writer should know the expense entailed 
in getting business, and understand the 
importance of conserving this expense. 
If rejections and delay drive the agent 
from the company, waste is operative, 
he said, “I must reiterate that this part 
of his duty must be brought home forc- 
ibly to the underwriter or he will be 
prone to accept the agency organization 
as a matter of course.” He added, “The 
underwriter must be made to understand 
his true value, not only to the life in- 
surance business as a whole, but to the 
field in particular. It is too frequently 
stated that he is merely a necessary evil, 
a hurdle to be crossed in the writing of 
new business. It should be understood 
that selection is of distinct benefit to 
the agent in his work.” 


Impcrtance of Selection 


Mr. Reiley also stressed the important 
part that selection has played in elim- 
inating unscrupulous agents and raising 
the tone of agency forces. Another 
point he brought out was that selection 
adds to the persistency, and hence re- 
newals, of agents’ business. Another 
observation developed was that scientific 
selection, by eliminating “hunch under- 
writing,” saves more business than it 
declines. Underwriters must, he said, be 
mortality minded. In his opinion, for- 
mal courses in underwriting are not im- 
portant because of the factual informa- 
tion they give but because of their train- 
ing in thinking. “While the underwriter 
cannot be expected to be infallible, he 
must have courage or he never can 
emerge from the case-checker class,” he 
said in conclusion. 


Underwriting Women 


Underwriting women risks was the 
first topic discussed in the morning ses- 
sions of the final meeting. Chairman J. 
M. Laird, vice-president of the Connecti- 
cut General, introduced J. M. William- 
son of the Canada Life, who presented 
the results of a complete study of this 
subject. Mr. Williamson marked a no- 
ticeable increase in recent years in in- 
surance on women, adding that mortal- 
ity On women as a group is improving. 
“In the mortality figures we have seen,” 
he said, “the experience on women has 
been more favorable than on men.” In 
the study of large policies the experience 
has been markedly more favorable on 
women and he pointed out that the high 
suicide rate among men carrying large 
policies was not present with women. 


Suggested Rules 


Suggested underwriting rules for 
women based on company practices 
were given by Mr. Williamson: (1) 


That retention limits be the same as 
for males. (2) Plans should be ordinary 
life or high premium contracts, with 
family income and term only under spe- 
cial circumstances. (3) That waiver of 
premium only be granted, and only to 
single self-supporting women, at twice 
male rates. In this the disability should 
occur before the age used by the com- 
pany for men. (4) Double indemnity 
should be considered at male rates and 
limited to $10,000 with none allowed for 
business or estate tax purposes. (5) 
Married women with no independent in- 
come should be limited ta the amount 
carried by the husband and in most 
cases be $5,000 or less. (6) In cases of 
married women with independent in- 
comes the usual male rules for insur- 
ance in proportion to income can be 
used. 

In conclusion Mr. Williamson said: 
“If the need for insurance is always evi- 
dent, the purpose legitimate and the 
amount commensurate with the income, 


——= 
ity, if the unfavorable factors are ¢. 
amined carefully in each individual cay 
and the extreme cases eliminated,” 

The last formal discussion of th 
three-day session was presented by F. | 
McGraw, assistant secretary of th 
Bankers Life. He spoke on “Educa. 
ing the Agent in Principles of Sele. 
tion.” 

Mr. McGraw quoted opinion that the 
education of agents in principles of se. 
lection is very important. His subject 
which was divided inta three parts, firg 
discussed whether the field man's 
education should include training in yp. 
derwriting fundamentals. It is his be. 
lief that a salesman thoroughly trained 
in this way will become an underwriter 
for life. Using the experience of the 
Bankers Life throughout his talk Mr. 
McGraw predicated his suggestions oy 
induction of high grade men on the be. 
lief that increasingly well educated men 
are being inducted. These men should 
be taught what constitutes a good risk, 
he said, a thorough understanding of 
this being advantageous both to the 
company and the agency. Selection 
consciousness in field men, he added, 
makes mortality more favorable, im- 
proves home office and field relations, 
brings about better cooperation with 
field examiners, avoids clashes in case 
discussions as well as saving home office 
handling expense. Furthermore, select- 
ive underwriting minimizes rejections, 
enhances the agent’s reputation, im- 
proves his persistency record. Finally, 
it increases his ability ta handle such 
business and to cope with competition, 


Scope of Training 


Scope of the training was Mr. Mc- 
Graw’s second topic. The training, he 
believes, should be elementary but thor- 
ough and should be coupled with the 
company training course to show the re- 
lation of proper underwriting selection 
to salesmanship. “The best selection 
training course is the one you adopt and 
keep in operation,” he said in stressing 
that the only valuable training is that 
which is persisted in. Mr. McGraw also 
made the suggestion that the C. L. U. 
degree should imply a comprehensive 
training in selection. In his final divi- 
sion of the subject of agent training in 
selection, he discussed how _ training 
should be carried on. His company, he 
said, had a two-part mandatory program 
with the primary requisite that three 
months’ successful study shall be needed 
to qualify the new man for one of nine 
annual regional schools, each of which 
lasts five days. Second covers a study 
period covering six months for those 
who qualify in the primary training. 
Follawing the six months, agents who 
have completed the study satisfactorily 
are invited to the home office for one of 
three annual six day schools. Mr. Mc- 
Graw said that qualification here de- 
pends on production of the volume quota 
assigned to the men, in addition to a 
satisfactory knowledge of selling and of 
habit formation. 


Training Valuable 


Mr. McGraw stated that the average 
production of the men going through 
this 11 months’ training is $106,000 ex- 
clusive of term and annuities. In con- 
clusion the speaker demonstrated two 
charts, one of them impressing on the 
new man the factors of insurability and 
the other comparing the selection-con- 
scious agent’s record with that of a poor 
agent. Training of this kind, Mr. Mc- 
Graw added, should be personalized. 

His company has found rejection rates 
on the business submitted by graduates 
of these classes to be remarkably low, 
he said, indicating good renewals and 
quick dispatch of business sent in. In 
conclusion he suggested further appli- 
cation of his principle of education when 
he said, “I wonder if we make the most 
of opportunities existing for effective 
training through correspondence? It 
seems to me that this is a field almost 
as important as a system of schools.” 
The three-day session ended follow- 
ing an afternoon discussion conducted 
by Leigh Cruess, underwriting vice- 
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jormal meeting included discussion of 
company experience with juvenile risks; 
occupations on the border line between 
sub-standard and standard; underwrit- 
ing of foreign risks; limitation of double 
indemnity or insurance coverage in 
cases Where the applicant is subject to 
the automobile accident hazard; the 
ractice of issuing waiver on contracts 
taken for investment purposes; and un- 
derwriting restrictions on special sports 


hazards. 


Minnesota Mutual Urges 
Drive for Group Business 


ST. PAUL.—Salesmen associated with 
the Minnesota Mutual Life are urged 
to go after group business in their com- 
munities. Citing figures compiled by 
the Life Presidents Association, the 
home office has issued a statement to its 
representatives, saying: 

“These facts indicate a distinct pres- 
ent demand for group insurance in spite 
of such apparently adverse factors as 
social security costs, labor difficulties, 
war rumors, declining stock and com- 
modity markets and so on. 

“The obvious explanation is that the 
business which normally would have 
been written during the ‘depression’ 
years, and which was delayed further 
by the installation of social security ben- 
efits, is being written now in spite of 
any seemingly adverse factors. 

“The point is that some of this busi- 
ness is being and will be written in your 
community. It is your business, pro- 
vided you go after it.” 


Two Bids for Great Republic 


Bids for the rehabilitation of the 
Great Republic Life have been received 
from the Occidental Life and the Postal 
Union Life, according to Commissioner 
Carpenter of California. The bids will 
be submitted to the superior court for 
appraval. 
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CELEBRATES FORTIETH ANNIVERSARY 











HUGH T. MARTIN, General Counsel 


Three officials of the Illinois Bankers 
Life of Monmouth, Ill., were honored on 
its 40th anniversary. President W. H. 
Woods has been connected with the com- 
pany since 1903. Arthur T. Sawyer, sec- 
retary, has been associated with the com- 
pany since 1930, he having served as 
assistant manager and assistant secre- 
tary from 1919. His father, W. A. Saw- 
yer, was one of the founders and was 
the original secretary of the company, 
serving in that capacity until his death 
in 1916. Hugh T. Martin has been gen- 
eral counsel since 1928. The Illinois 
Zankers Life started business Nov. 3, 
1897, and the insurance in force at the 
close of that year was less than $900,000. 
It now has $120,000,000 in force and as- 








WILLIAM H. 


WOODS, President 
sets are $32,000,000. There were appro- 
priate ceremonies and the entire office 
staff was assembled, short addresses be- 
ing given by President Woods and Mr. 
Martin, The employes presented a large 
basket of chrysanthemums to President 
Woods. 

Dr. J. R. Ebersole, who has been med- 
ical director for 40 years and vice-presi- 
dent for 34 years, is the only original 
member of the official staff. In more re- 
cent years E. H. Henning has become 
vice-president, Karl B, Korrady, vice- 





president and director of agencies, and 





ARTHUR 'T. 


SAWYER, 


Secretary 
George F. Ramer, treasurer. They are 
all top notch men. 


Establishes Cedar Rapids Agency 

The Bankers Life of Nebraska has es- 
tablished a general agency at Cedar 
Rapids in charge of Frank Filip, Jr., 
who is a native of the city. After his 
college work in 1927 he entered the life 
insurance field. 


Smith Wildman, associated with the 
N. J. Tschantz agency of the Ohio Na- 
tional, Canton, O., was appointed chair- 
man of the men’s division of the Canton 
Community Fund campaign. 
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A season replete with splendid beauty 


and exhilarating joys; 


A season of quiet pleasure for those 


unburdened with worry. 


The Girard Life Insurance and Income 


Plan makes possible a more complete 


enjoyment of the changing seasons. 
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Ascertaining the Knowledge of Policyholders 


LirE men are very much interested in 
the investigation made by the public 
service section of the EguiTaBLe LIFE 
of New York to ascertain the real senti- 
ment of policyholders toward life insur- 
ance. An effort was made to discover 
just how, much the average run of 
policyholders know about the subject 
and what they know about the company 
or companies in which they may be 
insured. 

Very few policyholders could name 
the fire or casualty companies in which 
they are insured. Far more know about 
their life insurance although still people 
are inclined to insure with some agent 
in whom they have confidence rather 
than a company. During the depression 
years, however, far more people have 
made investigation of the life companies 
in which they were insured. Not even 
the largest ones have escaped. Com- 
panies probably have taken too much 
for granted and have felt that policy- 


holders were pretty well acquainted with 
the institutions which carried their life 
insurance. This has not been the case 
but there has been a change in the 
amount of knowledge that they have 
acquired. People want stability, perma- 
nence and security naturally in their life 
insurance. 

One of the interesting features dis- 
covered in the survey made by the 
EguiITABLE was the effect of literature 
written largely by adventurers or those 
attacking life insurance for revenue be- 
cause they expected to find a ready sale 
for their iconoclastic pamphlets. So far 
as could be ascertained in this particular 
inquiry, these attempts to undermine 
public confidence in the legal reserve 
system has not made much of an im- 
pression. Policyholders now are quite 
well convinced that legal reserve life 
insurance carried in a company that is 
well managed and conscientiously oper- 
ated is built on a solid rock, 


Watching for Tax Dodging in Insurance 


INSURANCE companies are favored so far 
as federal income taxes are concerned in 
that they are not required to pay a tax on 
undivided profits. This exemption was 
made because an insurance company needs 
adequate and substantial financial ballast. 
Undoubtedly many institutions of various 
kinds, medium sized and small have been 
weakened because they were unable to 
maintain the surplus or reserve that has 
been their wont in days gone by. 

The question of taxation is a very vital 
and serious one to corporations and peo- 
ple. The great problem personally with 
many men is how to conserve and preserve 
what they make rather than how to invest 
it. Now that insurance companies have 


been exempted, outside capital is casting a 
wistful eye in their direction, thinking that 
here may be an opportunity to invest where 
the surplus earnings will not be disturbed. 
Naturally the federal authorities are look- 
ing askance at any attempts to use an in- 
surance company as a tax dodging enter- 
prise. There have been evidences of monied 
groups attempting to buy companies or 
convert a corporation into an insurance in- 
stitution probably with the sole idea of 
protecting the surplus rather than getting 
into the business seriously. The TREASURY 
DEPARTMENT therefore where it has sus- 
picions is not slow in probing any such 
enterprise in order to ascertain its finan- 
cial setup. 


Need of Ample Surplus 


IN THESE days of uncertainty, fluctua- 
tion and violent change it behooves head 
offices of life insurance companies to build 
adequate surplus so that any sort of emer- 
gency can be taken care of. In his day 
the late Henry B. Hype, president of the 
Eguitas_e Lire of New York, laid great 
stress on the surplus item: At that time 
the New York department was leading a 
movement to force companies to pay out 
surplus in dividends beyond the 10 per- 


cent margin. Mr. Hype felt that that was 
too slim. 

A company may be confronted with an 
unusual demand at any time and it may 
be sudden. Values of securities go up and 
dewn. Therefore, for the safety of policy- 
holders there should be an ample margin 
and the ratio of assets to liabilities should 
be high enough to give confidence to those 
whose protection is depending on the 
institution. 


Carpenter in California Housecleaning 


INSURANCE COMMISSIONER CARPENTER in 
his address before the CALIFORNIA Asso- 


a rather graphic way the obstacles that 
were thrown in his way in his efforts to 


an efficacious and trustworthy insurance 
administration. Mr. CARPENTER inherited 
a situation that was anything but desirable. 
Immediately on taking office he began to 
cleanse the Augean stables. Naturally 
political pressure was used against him. 
Those who wanted the old procedure 
continued did not hesitate to employ all 
tactics possible to stay the progress of the 
CARPENTER policy. In the state were a 
number of insurance institutions that had 
been allowed to continue even though they 
were insolvent and resorting to all sorts of 


a 
piratical tactics. The batteries we, 
turned against Commissioner Carrey 
but resolutely and courageously he stoy 
by the platform he had formulated. Th, 
heaviest artillery was drawn out during 
the time he was reorganizing the Paci, 
Mutuat Lire, a job that was complete 
to the satisfaction of the NATIONAL Asg. 
CIATION OF INSURANCE COMMISSIONER 
and one that reflected great credit 
Commissioner CARPENTER. California ha 
needed for some time a man of his resolute 
type, his integrity and determination. 











PERSONAL SIDE OF BUSINESS 





A. S. Burkart, vice-president and gen- 
eral manager of the Conservative Life 
of South Bend, Ind., who was absent 
from his desk from the latter part of 
August until the middle of October, 
again returned to St. Joseph’s Hospital, 
South Bend, Nov. 11, for another major 
operation. 





A. A. Drew, who retired some months 
ago as Chicago general agent of the Mu- 
tual Benefit Life, was in the city a week 
or so en route from his summer home 
in Maine to Pasadena, Cal., where he 
and Mrs. Drew will spend the winter. 





Before a full house in its auditorium, 
a home office cast of the Massachusetts 
Mutual Life presented “The Merry-Go- 
Round,” a musical revue. The enter- 
tainment consisted of 12 numbers and a 
grand finale in which 40 young men and 
women of the home office personnel 
demonstrated their talent in singing, 
dancing, and other theatrical features. 

With Harry Hayden of the renewal 
department playing the role of a life in- 
surance salesman, and Paul Foley of the 
acturial department as the prospect, the 
skit titled “Modern Sales Resistance” 
was one of the big hits of the perform- 
ance. 





H. Delos Higman, associate general 
agent Connecticut Mutual, Chicago, who 
has managed office details of the old 
Chase (now the Zimmerman) agency 
there for many years, has returned from 
a trip in the east, where he visited the 
home office on the 26th anniversary of 
his going with the company. He has 
been in the business for 41 years. 





Freeman J. Wood, general agent Lin- 
coln National Life, Chicago, a_ well 
known Chicago horseman, has_ been 
elected a director of the Anti-Cruelty 
Society for a three-year term. He is 
a member of the Longmeadow Club 
Hounds, a north shore fox hunting club, 
of which he is honorary first whip. This 
is an honor next to that of master-of- 
hounds, and is based on expert horse- 
manship. 





L. L. Gwaltney, Jr., Montgomery, 
former deputy Alabama insurance com- 
missioner, is recovering from _ head 
wounds inflicted by two robbers. 





In August, Inman Roberts completed 
his sixth year in life insurance with 
the Amicable Life of Waco. He had 
not had any previous insurance experi- 
ence. During the 312 weeks he aver- 
aged more than six applications a week 





CIATION OF INSURANCE AGENTS related in clean up the department and give California 





and during only 14 of these weeks he 


produced as few as one a week. He has 
never missed a single week in produc. 
tion. His insurance in force is now $1, 
600,000. To quite an extent, this agent 
specializes on salary savings, he hay- 
ing placed approximately 50 franchises, 


L. C. Mersfelder, Oklahoma manager 
of the Kansas City Life, will hold his 
annual deer dinner at Oklahoma City, 
Nov. 26. On his recent hunting trip to 
New Mexico he bagged a 200 pound 
buck. 

From the home office will attend D, 
T. Torrens, president; W. E. Bixby, ex 
ecutive vice-president; J. F. Barr, vice- 
president in charge of agencies; J. A, 
Budinger, actuary, and Dix Teachenor, 
leading producer for the company. 

The dinner marks Mr. Mersfelder’s 
silver anniversary with the company. He 
signed his first contract with the com- 
pany in New iMexico in 1912. He be- 
came state manager for New Mexico in 
1918 and built an agency with a larger 
production than any other in the state. 
He became Oklahoma manager in 1924. 

O. Sam Cummings, president National 
Association of Life Underwriters will be 
guest of honor and speaker of the occa- 
sion. He will also speak at the Friday 
noon forum of the Oklahoma City cham- 
ber of commerce on “The Institution of 
Life Insurance.” This meeting is being 
sponsored jointly by the chamber of 
commerce, the Oklahoma Association of 
Life Underwriters and the General 
Agents & Managers Club of Oklahoma. 





A. F. Breher, C. L. U., with the St. 
Paul agency of the Northwestern Mu- 
tual Life, will address a luncheon meet- 
ing of the Cooperative Club there Nov. 
24 on “The Uses and Purposes of Life 
Insurance.” 


Maj. W. Calvin Wells, vice-president 
and general counsel of Lamar Life, has 
already made reservations at the Uni- 
versity of Mississippi for his newly ar- 
rived grandson, W. Calvin Wells V, 
who was born in time to keep up fam- 
ily tradition by graduating from “Ole 
Miss” with a “nine” class. His father 
graduated in 1929, grandfather in 1899 
and great-grandfather in 1869, and the 
new arrival is scheduled for the class of 
1959. 





W. T. Grant, president Business 
Men’s Assurance, is a virtuoso, At the 
Kansas City Art Institute’s fireside 


soiree recently Mr. Grant performed 
upon the violin. Said a music critic: 
“Mr. Grant’s violin solos were vigor- 
ous testimony to the many other en- 


deavors which have held him from reg- 
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yar practice. In particular, his ‘Sweet 
Mystery of Life’ was a triumph of lib- 
eral interpretation.” ; 
The company will seek to have him 
play at his own birthday party which 
will climax, at the end of November, 
the annual Grant Month campaign. 





John J. Hughes, Iowa general agent 
Northwestern Mutual Life was honored 
with a banquet in Des Moines in recog- 
nition of his 35 years of service. About 
as attended the banquet. U. H. Poin- 
dexter, assistant director of agencies, 
was present from the home office. 





The San Antonio, Tex., agency of the 
Lincoln National Life, honored O. D. 
Douglas, Texas general agent, with a 
luncheon on his birthday. 





E. A. Roberts, vice-president and gen- 
eral counsel Minnesota Mutual Life, and 
president of Gyro International, will 
leave Nov. 21 on an official Gyro trip 
that will take him through eastern Can- 





ada, New England, New York. He will 
be gone about three weeks. He will at- 


tend the Life Presidents meeting in New 
York and also the meeting of life coun- 


sel. 

After the first of the year Mr. Rob- 
erts plans another Gyro trip through 
the west. 





L. H. Vetter, secretary and actuary of 
the Midland Life of Kansas City, is back 
in his office following an appendectomy. 
Mr, Vetter was taken ill Oct. 27 in Chi- 
cago, where he had gone to attend a 
meeting, and was operated on there. He 
returned home last week. 





Raphael James, with the Jersey City 
office of the Prudential, has rounded out 
20 years of continuous service. He has 
been one of the company’s leaders in 
production. 





Paul F. Clark, general agent John 
Hancock Mutual Life in Boston, will be 
one of the lecturers in a course on “The 
Art of Salesmanship” being conducted 
by the division of university extension 
of the Massachusetts department of edu- 
cation. 








NEWS OF THE COMPANIES 





New Company in Mississippi 





United Life Is Launched at Jackson 
with Backing of United Bond Corpo- 
ration 





JACKSON, MISS.—The United Life, 
a legal reserve company with capital of 
$25,000 and surplus of like amount, has 
been launched by the United Bond Cor- 
poration. C. K. Harwood, president of 
U. B. C., is board chairman of the new 
company. Wiley Blair, state senator and 
well-known attorney, who has_ been 
HOLC state manager, is president. 

W. Q. Cole, executive vice-president, 
is son of Mississippi's first insurance 
commissioner, co-founder and president 
of the Lamar Life. Mr. Cole received 
early experience in his father’s office, was 
for ten years state manager of the Kan- 
sas City Life and with the Lamar Life 
seven years. Vice-presidents are: L, T. 
Wesson, executive vice-president Citi- 
zen State Bank, Tupelo; W. P. Bush, 
president Ellisville Junior College; C. E. 
Luter, agent of the Standard Oil Com- 
pany, Meridian. W. E. Hester, Jr., presi- 
dent Hester Truck Lines, is secretary; 
L. A. Davis, assistant secretary; Dr. J. 
E. McDill, medical director. W. Calvin 
Wells, III, prominent Jackson insurance 
attorney, is a director. 

The company will offer a “draft at- 
tached policy,” which features immediate 
collection of the full amount of the pol- 
icy. Policies will be issued in amounts 
of $100 to $500. 





Report on Examination of 


the Baptist Mutual Life 


The Illinois department has made an 
examination of the Baptist Mutual Life, 
189 West Madison street, Chicago, or- 





ganized under the assessment act, the ex- |’ 


amination being as of Dec. 31. Practi- 
cally all the insurance in force is on the 
tabular reserve basis. The company is 
preparing to liquidate the assets of the 
few policyholders remaining under the 
1893 assessment act. The report says 
there has been considerable decline in 
business in force during the last five 
years with little new business being writ- 
ten. The investments consist chiefly of 
high grade bonds and mortgages. The 
report says that the claims are paid 
Promptly and in accordance with the 
contract. 

Its assets are:$191,965, surplus $16,617. 
It was originally known as the Swedish 
Baptist Mutual Aid. Eric Scherstrom, 
the secretary, is the operating officer. It 
writes juvenile business on the 20-year 
endowment and 20-payment life plan. Its 
Premium income ‘last year was $33,979, 
total income $46,134, paid policyholders 
$35,675, total disbursements $70,245. It 


has $618,332 in force, there being $495,- 
088 terminated during the year. In 1932 
it had $1,587,647 in force. . 
Inter-Agency Drive Doubles 


Pacific Mutual Quota 





The 1937 inter-agency contest of the 
Pacific Mutual Life, the written period 
for which extended from Sept. 20 to 
Oct. 30, established production records 
far exceeding expectations, with final 
reports indicating production of $16,- 
616,000 (contest unit basis), which is 
200.5 percent of the total allotted quota. 
This substantial new production was the 
result of uniformly successful activity in 
all parts of the field, with many out- 
standing agency and individual records 
established. 

The campaign closed with a two-day 
activity directed by the General Agency 
Association in honor of President Kemp. 





New Medical Director of 
the Southwestern Life 

















DR. WILFRED J. ALLISON 


Dr. Wilfred J. Allison, who has just 
been appointed medical director of the 
Southwestern Life of Dallas, is a native 
Texan. He was graduated from South- 
ern Methodist University, Dallas, and 
received his M. D. degree from Johns 
Hopkins University. At the time of 
his appointment he was a member of the 
attending staff at the Johns Hopkins 
Hospital. He has resigned this position 
to assume his duties with the South- 





western Life. 


The fine results of the “Kemp Apprecia- 
tion Days” drive are shown by reports 
indicating production of $4,085,000 (con- 
test unit basis) in this special campaign 
of Oct. 29-30. 

The J. E. Garland agency at Farm- 
ville, Va., wrote $458,000 of business on 
Kemp Appreciation Days. 


Cubellis Agency Organizer 

Charles T. Cubellis has been ap- 
pointed agency organizer for the Mu- 
tual Life agency of Manager Myron T. 
Baxter in Syracuse, N. Y. Mr. Cubellis 
has been in life insurance for several 
years, part of the time in Baltimore. 
Two former general agents have joined 
the agency recently, J. G. Hart and W. 
A, Sullivan. 


Sunset Life Under Way 

OLYMPIA, WASH.—The Sunset 
Life has been officially launched. W. A. 
Eastman is chairman of the board and 
James P. Neal, president. Offices for 











King county have been opened in the 
White building, Seattle. L. A. Mues- 
sel is vice-president in charge of the 
Seattle office; E. W. Scott, treasurer; 
A. B. Burt, secretary, and R. D. Wil- 
liams, general counsel. 


Provident L. & A. Changes 


C. W. Hepler, formerly agency super- 
visor for the Provident Life & Accident 
in the northwestern department, has 
been made special representative work- 
ing out of the home office, handling 
agency development work in the middle 
west and other sections. J. T. Butcher 
succeeds him as agency supervisor of the 
northwestern department, with head- 
quarters at Seattle. 








Sutman with Security Mutual 


Charles H. Sutman, Camden, N. J., 
has been appointed underwriter in the 
new business department of the Secur- 
ity Mutual Life, Binghamton, N. Y. He 
goes to the Security Mutual from the 
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Penn Mutual Life, where for nine years 
he held a similar position in its under- 
writing department. He was formerly 
in field work with the John A. Stevenson 
agency of the Penn Mutual in Phila- 
delphia. 


Company Executives in Texas 


A. R. Perkins, agency manager Jef- 
ferson Standard Life, was a guest of O. 
P. Schnabel, San Antonio agency man- 
ager, at a dinner and addressed an 
agency meeting. Jie also visited other 
Texas managers. He is making a tour 
of 24 states. 

R. P. Cox, vice-president in charge 
of agencies , California-Western States 
Life, was a visitor in Dallas and San 
Antonio, Tex. 








Sidney W. Winslow, Jr., president of 
the United Shoe Machinery Co., has been 
elected director of the John Hancock 
Mutual Life. 








Associates Give Blood 
to Save Agent’s Wife 





Blood transfusions given by five 
members of the John A. Ramsay 
agency of the Connecticut Mutual 
Life in Newark saved the life of 
the wife of R. C. Bouchard of that 
agency. Mrs. Bouchard had just 
given birth to a healthy baby girl, 
but lost considerable blood and 
volunteers were called for. Four- 
teen members of the agency im- 
mediately responded and five were 
selected. Both mother and child 
are now doing nicely. 








Mr. Tarrant’s Career 








LIFE AGENCY CHANGES 





Tarrant Canada Life Manager 





Company Arranges to Extend Its 
Operations in Chicago and Will Build 
Aggressive Organization 





Berrien Tarrant has resigned as as- 
sistant manager of the Connecticut 
General Life in Chicago to become 
branch manager of the Canada Life in 
Chicago, continuing the office in the 
Rookery building. The Canada Life has 
been operating in Chicago for 40 years 
with Charles F. Bullen, manager. It 
has largely relied on the personal pro- 
duction of Mr. Bullen and his brother, 
John H. Mr. Tarrant is a young man 
of fine experience and the Canada Life 
is now on the eve of greater expansion 
and activity in Chicago. It intends to 
build up an agency organization and 
also do brokerage business. 


Mr. Tarrant is a graduate of the Uni- 


versity of Illinois of the class of 1925, 
and entered the life insurance field in 
February, 1932, with the Connecticut 
General in Chicago. He was successful 
in personal praduction and in October, 
1933 was appointed assistant manager 
by F. H. Haviland, who was then head 
of the agency and is now vice-president 
in charge of production at the head of- 
fice. Mr. Tarrant recently visited the 
home office of the Canada Life in Tor- 




































































Modern Life Insurance Since 1845 


) 


. 2 ~—y 


¢, rou 
cio yie® 
7k2 Sn y ITE 





Back of the Mutual Benefit man stands a home 
office with a proved ability to cooperate in the draft- 
ing of even minute details of an individual life plan. 
Back of him also stands a record of stability and fair 
dealing—a record of sound protection and liberal 
treatment. The Mutual Benefit has always been 
more liberal than any insurance law required. Of 
its own volition the Mutual Benefit pioneered the 
Principle of Retroaction, which extends so far as 
possible all new benefits to old policies, making 


them in effect as modern as the newest. 
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BERRIEN TARRANT 


onto. R. J. Trenouth, assistant super- 
intendent of agents, has been in Chi- 
cago this week installing Mr. Tarrant 
in his new position. 

Mr. Tarrant has been very active in 
the Chicago Supervisors Club, being 
secretary and treasurer. 

The Canada Life starts on a new era 
in Chicago. Mr. Tarrant has the abil- 
ity, experience, determination and en- 
thusiasm to make good in every way. 





Dukes Baltimore Manager 
of Continental American 





Continental American Life has ap- 
pointed L. Reyner Dukes as manager 
of its Baltimore branch. 

Mr. Dukes is a graduate of the Uni- 
versity of Maryland, and, after service 
during the war, joined the company’s 
field force. After two years of success 
in personal production he engaged for 
a time in agency work at the home office, 
but later elected again to get out into 
the field and became associated with the 
Baltimore branch. 

_ With his experience, knowledge of life 
insurance, and wide acquaintance and 
standing in Maryland, Mr. Dukes is well 
qualified for the new responsibilities. 

Homer G. Kingsley has been 

manager, 


the 





Canada Life Branch Changes 


C. J. Wainwright, who for some years 
has been branch secretary at Windsor, 
Ont., for the Canada Life, is being trans- 
ferred to the central Toronto branch in 
the same capacity. The .vacancy at 
Windsor will be filled by the appoint- 
ment of H. W. Biggar as acting branch 
secretary. He was previously account- 
ant at the Montreal St. James branch 
and also served as secretary of the for- 
mer Montreal St. Catherine branch be- 
fore its amalgamation with the present 
Montreal organization. 





deBie with Security Mutual 


C. J. G. deBie has been appointed 
general agent of the Security Mutual 
Life at Wilmington, Del., with offices 
in the Citizens National Bank building. 
He was born in Holland, educated in 
the public schools there and in Switzer- 
land and finished his education at Ox- 
ford. He has made an extensive study 
of tax and insurance regulations. He was 
at one time with the Wilmington agency 
of the Fidelity Mutual Life. 





American Life Names Two 
The American Life of Detroit has ap- 





Iowa and C. E. Childs manager of the 
newly opened Kalamazoo agency. 

Mr. Gilchrist was supervisor in Iowa 
for the American Life for eight years 
beginning in 1921. In 1929 he entered 
personal production with the United 
Benefit Life and made an excellent ree. 
ord, having 173 weeks of consecutive 
weekly production to his credit when he 
rejoined the American Life. 

Mr. Childs has been in the field for 
many years in Pennsylvania, He served 
for several years as an assistant super. 
intendent for the Prudential and then 
joined the Lincoln National Life, from 
which he resigned to take the new Kala- 
mazoa agency for the American. 


H. P. Aiken Takes New Post 


Becomes Manager of Life, Accident 
and Health Department for Bayly, 
Martin & Fay 











Hazen P. Aiken has been appointed 
manager of the life, health and accident 
departments in Los Angeles and San 
Francisco for Bayly, Martin & Fay, in- 
surance brokers, whose California of- 
fices are in those cities, but who main- 
tain affiliated offices in Portland, Seattle, 
Salt Lake City, Honolulu, New York, 
Chicago, Detroit, Pittsburgh, Boston 
and London. 

For nine years Mr. Aiken was a spe- 
cialist in accident, health and casualty 
lines in Detroit with the Fidelity & Cas- 





HAZEN P. AIKEN 


ualty. From 1924 to 1929 he was super- 
intendent of agents of the non-cancella- 
ble and commercial departments of the 
Continental Casualty, and in 1929 was 
made superintendent of agents of the 
Continental Assurance. Seeking im- 
provement in health for his family, he 
went to Los Angeles. For two years he 
was general agent of the Home Life of 
New York and since that time has been 
in the general brokerage business. Mr. 
Aiken has a book nearly ready for pub- 
lication which covers the recruiting and 
training of life insurance agents. 


Connolly Made Supervisor 


Phil Orchard, manager Northwestern 
National Life at Sioux City, Ia., has ap- 
painted D. J. Connolly as supervisor, in 
conjunction with George Wright. Mr. 
Connolly has been with the company 20 
years. 


Raughley to Provident 

E, A. Raughley, for 12 years with the 
National Life of Vermont, has been 
named general agent of the Provident 
Life & Accident’s life department in 
Birmingham. Mr. Raughley is national 
committeeman of the Birmingham As- 
sociation of Life Underwriters and for- 
mer president of the organization. His 
offices are in the Watts building. 

J. V. Arnold will continue as general 
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accident department of Provident Life 
& Accident. Robert J. McClellan, presi- 
dent, was in the city. 





| Juve to Mason City 


Clarence A. Juve has been appointed 
district manager of the Mason City, Ta., 
territory of the Equitable Life of lawa 
in charge of Winneshiek, Allamakee, 
Fayette and Clayton counties. He has 


| peen associated with E. A. Waterbury, 
| jong time district agent for the Equi- 


table of Iowa at Decorah, Ia., for 13 
years. 





Andrews District Manager 
H. W. Andrews, Clinton, Ia., has been 


| appointed district manager of the State 


Mutual Life. He has represented the 
company in Clinton for the last seven 
years, working under W. S. Hayes, 
Davenport, general agent for eastern 
Iowa and western Illinois. 





Patterson’s Change at South Bend 


D. J. Patterson has been appointed 
general agent for South Bend and north- 
ern Indiana by the Northwestern Na- 
tional Life. A graduate of Notre Dame, 
where he received his Ph. B. degree in 
1920, Mr. Patterson is well known in 
South Bend, both in insurance and mu- 
sical circles. He has been in life in- 
surance there for 13 years, serving the 
Northwestern Mutual all that time, and 
for several years has been district agent 





in that territory. His personal produc- 
tion has run between $300,000 and $500,- 


000 annually. Mr. Patterson’s agency 
will have officers at 312 J-M-S building. 


Stribling to Prudential 


Guy R. Stribling, former manager of 
the Sun Life in Omaha, has been made 
assistant manager of the H. B. Ramsey 
ordinary agency of the Prudential there. 
The agency covers Nebraska and South 
Dakota. 





Barton Joins Patterson Agency 


Charles W. Barton, brother of Bruce 
Barton, nationally known advertising 
man, has joined the staff of the new 
Bruce Patterson agency of the John 
Hancock Mutual Life at Houston, Tex. 

Mr. Barton was formerly assistant 
publisher of the New York “Morning 
Telegraph” and owned and published 
daily newspapers in Casper and Sheri- 
dan, Wyo. He relinquishes his publish- 
ing career to engage in life insurance 
selling. 





AGENCY NOTES 





Cc. C. Lyon, for the last two years 
manager of the Cedar Rapids, Ia., office 
of the Central Life of Des Moines, is now 
located in Marengo, Ia., as district agent. 

Ira E. Albrecht of Davenport, Ia., has 
been appointed district agent for the 
Central Life of Iowa in Davenport, with 
offices in the Union Bank building. 








NEWS OF LIFE 


ASSOCIATIONS 





Adams Decries Big Tax Load 


Small Policies Acceptable But Size 
Should Be Increased to Aid Policy- 
holders and Agent 








The cost of life insurance is. being 
constantly increased by the government 
and policyholders are paying tribute of 
vast sums in the form of hidden taxes, 
Claris Adams, president Ohio State Life, 
told the Columbus Life Underwriters 
Association. Life insurance is being 
taxed out of all proportion and con- 
trary ta public policy, said Mr. Adams. 
In the case of one of the leading com- 
panies in Ohio, dividends to policyhold- 
ers were reduced more than 20 percent 
last year ‘by the exaction of taxes. 

The general theme for the meeting 
was “Are the One’s and Two’s Beneath 
Your Dignity?” “One’s and two’s are 
good business,’ Mr. Adams asserted, 
“especially when one considers that the 
average life insurance policy in_ the 
United States is less than $3,000. One’s 
and two’s are the backbone of the life 
Insurance business; but on the other 
hand, it is poor business for a policy- 
holder to take out a policy for $1,000 or 
$2,000 when his situation in life really 
demands that he take out more.” 

Life insurance is a social institution, 
Mr. Adams continued, and it has a defi- 
nite service to perform in providing for 
the family when the bread winner is 
taken, or in caring for the insured in 
his old age. The speaker pleaded with 
the life insurance agents to try to in- 
crease the size of life insurance policies, 
contending that the agent who sells only 
one’s and two’s will never be a success 
financially and will not be rendering a 
full measure of service to his clients. 


Cleveland—Louis Behr, million dollar 
producer Equitable Society, Chicago, out- 
lined his system of programming. Charts 
and lantern slides were employed to il- 
lustrate the system. After briefly ex- 
Plaining the system, Mr. Behr answered 
questions in an enthusiastic open forum. 

Attendance was about 450. Music was 
furnished by the association orchestra 
and a double quartet. C. R. Walker, 
general agent Equitable of Iowa, was 
awarded a 100 percent membership cer- 
tificate. 


Milwaukee—At the November meeting 
Paul W. Cook, general agent Mutual 
Benefit Life in Chicago, was the speaker 
on “Ideas That Are Selling Now.” 





Klingman Gives Houston Talk 





Texas Manager of the Equitable So- 
ciety Tells Some of the Lessons He 
Has Learned 





HOUSTON, TEX.—Before a gather- 
ing of more than 300 members of the 
Houston Life Underwriters Association, 





W. W. KLINGMAN 


W. W. Klingman, newly installed Texas 
manager for the Equitable Society, spoke 
on “Some Common Problems Encoun- 
tered by Life Underwriters and How to 
Overcome Them.” 

Speaking from the wealth of his 35 
years of experience in life insurance and 
many years as a personal producer in 
the million dollar bracket, Mr. Klingman 
developed with mounting interest the 
general topic of “Enthusiasm and Im- 
agination.” In realizing that life men 
are engaged in the greatest business in 
the world, he said: “We really should be 
grateful for the difficulties which face us. 
It takes real men and women with stout 
hearts to overcome the obstacles which 
we meet in our daily work. We must be 
enthusiastic about the company we rep- 
resent, about the business in which we 
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Address Agency Inquiries to Rollin Young, 
Vice President in Charge of Agencies. 













































at once 


you can show a record of #100,000 of 
paid-for personal production for the past 
year; 









rtunity 


you feel there is no further op 
tion; 


for growth in your present co 


you live in either Pennsylvania, New 
Jersey, Rhode Island, Maryland or Dela- 


ware and 










you have family responsibilities. 







If the four items mentioned above describe your present con- 
dition, then you are the man we are looking for. The Bankers 
National Life Insurance Company can offer to men of this 
sort the chance of a lifetime to have a successful general 


agency. 


Interest you? Can you meet the qualifications? Then write 
to William J. Sieger, Vice President and Superintendent of 
Agencies, for the complete story of this exceptional opportunity. 


BANKERS NATIONAL 
LIFE INSURANCE COMPANY 
Montclair, New Jersey 
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are engaged and about the management 
under which we work. 

“Difficulties are easily overcome,” he 
‘continued, “if you have ability to handle 
yourself properly. In my estimation, 80 
percent of all failures result from the 
lack of knowing how to prospect and to 
control yourself in following up the leads 
which you should be able to develop. I 
urge you to adopt the practice of doing 
the things you dislike to do as a good 
way of developing your character, of 
strengthening your determination and of 
overcoming your own deficiencies.” 

As a practical suggestion for accom- 
plishing this objective, Mr. Klingman ad- 
vised: “Mark down tomorrow morning 
12 things you don’t like to do. Set out 
during the day determined that you will 
try to do those 12 things well and like 
them. Think about yourself for five min- 
utes, if you _can. ‘Look at yourself in 
the mirror. See the impression you leave 
with others and if you feel it needs im- 
provement, take some definite steps to- 
ward correction. Remember that you 
know ten times more about the life in- 
surance business than 98 percent of the 
other people in Texas. Thus reminding 
yourself of this fact, it is the quickest 
way I know to overcome fear.” 


Imagination a Great Asset 


“Tmagination is one of the greatest as- 
sets a life insurance man may possess. 
Can you imagine yourself a million dol- 
lar producer? Can you imagine yourself 
taking your position among the leaders 
in your company and accomplishing this 
in the short period of one year? If you 
can’t, then you need to develop your im- 
agination because imagination always 
precedes accomplishment.” 

Mr. Klingman told how he had tried. 
for 744 years to get up to the point of 
producing an application a day for any 
period of time. At first it was an appli- 
cation a week, a record which was diffi- 
cult, and then easy. Then two applica- 
tions a week and then four and each 
time a new objective was taken a short 
spurt was made and then a break devel- 


oped in the chain until finally through 
the momentum of enthusiasm and imagi- 
nation the record was made. He urged 
his hearers to equip themselves with all 
of the tools they lacked, be they enthusi- 
asm, imagination, education, good traits 
of personality or more technical knowl- 
edge of the business. 


Commissioner Is Speaker 

SOUTH BEND, IND.—G. H. New- 
bauer, Indiana commissioner, was an 
honored guest and speaker at a meeting 
of the South Bend association, with 140 
guests and members attending. C. C. 
Robinson, editor “Insurance Salesman,” 
spoke on “Methods of Men Who 
Are Selling Successfully Right Now.” 
Guests included Francis Meyer, deputy 
commissioner; Irwin Garnitz, state rep- 
resentative, and three home office offi- 
cials of the Northwestern Mutual. Wil- 
liam Klusmeier is president of the asso- 
ciation and H. L, Hodgens, secretary- 
treasurer. 


Springfield, Mo., Meeting 

SPRINGFIELD, MO.—The Missouri 
state association has accepted the invita- 
tion of the Springfield Association of 
Life Underwriters to hold its annual 
spring meeting in Springfield. This was 
brought out at a monthly meeting. Pres- 
ident R. A. Sullivan, presided. Seven- 
teen members and two guests attended. 

Speakers on the program included A. 
D. Lack, agency department Metropoli- 
tan Life; Elmer Eckles on “Building 
Prestige”; C. K. Martin, Elwyn Wood, 
J. A. Maher and W. H. Coleman. Mr. 
Martin is planning a special member- 
ship drive for 1938. The association ex- 
pressed its wishes for a rapid recovery 
to R. B. Lunsford of the Franklin Life, 
who is ill at the Burge Hospital. 


Conclude Seminar Series 


The eight weeks seminar conducted 
by the San Francisco and Oakland-East 
Bay Life Underwriters Associations, 





concluded with a joint meeting at which 





the value of their renewals. 


thousand. 


BIRMING 








RAISING 
RENEWAL RATIOS 


Protective Life Agents are constantly reminded of 


ers, however, the following methods are being used suc- 
cessfully to help raise renewal ratios: 


1. High second year renewal commission. 


2. Renewal ratio bonus of from $1.00 to 


3. A conservation requirement in Honor Club and 
Annual Convention Trip rules. 


Higher renewal ratios is only one of several objectives 
Protective Life constantly keeps before its agency force. 


Se 


LiFe INSURANCE O. 


William J. Rushton, President 
HAM, 


In addition to the remind- 


$3.00 per 


Oscar Blackman, Stanford University 
professor and former president of the 
Blackman Advertising Agency of New 
York, discussed insurance advertising 
and public relations. 

Chartered Life Underwriters certifi- 
cates were presented by Henry Lig 
North, vice-president Metropolitan Life. 
Ress Shipley, general agent Northwest- 
ern Mutual Life, chairman of the general 
agents and managers section of the San 
Francisco association, served as chair- 
man. Prior to the regular meeting, a 
business meeting was held by the San 
Francisco C. L. U’s. 


Fort Wayne, Ind.—More than 300 in- 
surance agents from Indiana, Ohio, and 
Michigan attended the annual tri-state 
sales congress conducted by the Fort 
Wayne Association of Life Underwriters. 
Speakers at the morning session were 
Sara Frances Jones, Chicago, Equitable, 


N. Y.; E. W. Owen, Detroit, Sun Life, 
director of the National Association; 
George Newbauer, Indiana insurance 


commissioner; A. R. Jaqua, Cincinnati, 
associate editor Diamond Life Bulletins; 
and Claris Adams, president Ohio State 
Life. John D. Haynes, general chairman, 
presided at all the sessions. 


Raleigh, N, C.—Marshall Barber, New 
York Life, is the new president; Adrian 
Morris, Life of Virginia, vice-president; 
Otis Horton, Mutual Life, second vice- 
president, and G. J. Cox, Metropolitan, 
secretary. 


New York City—The annual sales con- 
gress was held this week starting with 
a demonstration interview, “The Sales- 
man Is a Dummy,” between Marshall 
Montgomery of the radio and Kenneth 
Anderson, Provident Mutual. Then there 
was a debate on “Package Selling vs. 
Program Selling,’ with Griffin M. Love- 
lace, vice-president New York Life, pre- 
siding, and three agents on each side 
being in the debate. The closing event 
in the morning was a trial, “Life Un- 
derwriting on Trial,” in which Leon 
Gilbert Simon, Equitable Society, was 
district attorney. Lester Einstein was 
his assistant. M. H. Leonard was 
defense attorney.- The judges were W. 
H. Beers, Rudolph Recht and Harry Gray 
with Frank Mulligan as clerk of the 
court. 

In: the afternoon there was a demon- 
stration of home office underwriting by 
Marshall Cleaves of the Home Life. Ther 
there was a question asked and “That’s 
My Answer” was given by L. E. Simon, 
Herster Barres, Hubert Davis and Daniel 
Friedman. A review of the congress was 
given by Vincent Coffin, superintendent 
of agents of the Connecticut Mutual. 


Des Moines—J. M. Kepler, general 
agent Bankers Life of Iowa, Grand 
Rapids, Mich., spoke on “It’s Half-Past 
Time to Begin.” 


Seattle—A basic sales plan used in 
his agency was discussed by Austin 
Thayer, manager of the Prudential. 
Vocal selections were given by C. W. 
Huffine, Massachusetts Mutual. 


St. Paul—A. J. Koehler, sales engineer 
and author, spoke on “The Art of Clos- 
ing—How to Get Decisive and Favorable 
Action.” 


Charleston, W. Va.—New officers are: 
John F. Sweeney, president; W. Lee 
Mullen, vice-president, and W. L. Ma- 
theney, secretary-treasurer. 


Ogden, Utah—A joint meeting of) the 
Salt Lake City and Ogden associations 
was held in Ogden. W. L. Robison, Salt 
Lake City, agency organizer Mutual Life 
of New York, spoke on “The Art of 
Selling.” F. E. Walker, president Salt 
Lake association, was in general charge 
of the meeting. 
Columbus, O0.—The annual sales con- 
gress will be held March 12, R, E. Zim- 
mer, Pacific Mutual, is in charge. 








Council Bluffs, ia.—J. M. Laflin, Omaha 
general agent Penn Mutual Life, spoke 
on “Value of Belonging to a Life Insur- 
ance Association.” New officers installed 
were H. A. Miller, president; Frank 
Fariday, vice-president, and C. T, Brown, 
secretary. 


Pittsburg, Kan.—C. J. Zimmerman, 
Chicago, general agent Connecticut Mu- 
tual and secretary National Association, 

















spoke here. D. B. Daily, Jr., Massachu- 
setts Mutual, was chairman and intro- 








duced Mayor Schmidt. John Fennimor, 
president Pittsburg chamber of ¢op: 
merce, spoke. Mr. Zimmerman’s talk 
was on “Closing Tactics.” M. M. Rose, 
superintendent of schools, gave a short 
talk. Mr. Daily and E. N. Resler, Colun. 
bian National, left for Wichita where yy 
Zimmerman addressed the Genera 
Agents & Managers Association. 

Kansas City—Never apologize for cal}. 
ing on a man with the purpose of Selling 
him insurance, advised A. C. Bayless, 
million dollar producer Southland Life, 
Houston, Tex. 

“Don’t just ‘drop in.’ Tell your pros. 
pect you walked five blocks—and, jf 
possible, that you came through the rain, 
sleet and snow—to show him something 
that will fit his needs.” 

Touching on various phases of life 
underwriting, Mr. Bayless pointed oyt 
that he spent over $100,000 “commission 
money” telling people he is in the life 
insurance business: via newspapers, 
direct mail, radio, club and organization 





memberships, etc. ¥ 


St. Louis—“Weekly Production and Its 
Advantages” will be the subject of an 
address by J. G. Weill, Mutual Benefit 
Life in Owensboro, Ky., here Friday. Mr, 
Weill has averaged $450,000 in new busi- 
ness annually, writing from 90 to 100 
applications per year, with an average 
rejection of only 2 percent, and an aver. 
age yearly lapse ratio of about 3 per. 
cent. H. McQuade, manager John Han- 
cock Mutual No. 2 agency, has been 
elected a director of the association to 
fill the vacancy caused by the removal to 
Chicago of J. S. Braunig. 





Wichita, Kan.—A _ record turn out 
greeted C. J. Zimmerman, secretary Na- 
tional association. Mr. Zimmerman also 
spoke to a meeting of the Wichita Man- 
agers & General Agents Association. 


Pittsburgh—Business men were urged 
to stand together in a vigorous defense 
of private enterprise by A. W. Robert- 
son, board chairman of the Westing- 
house Electric & Manufacturing Com- 
pany, at the annual joint luncheon with 
the Pittsburgh chamber of commerce. 
Mr. Robertson said the increasing ten- 
dency to legislate business into good 
behavior reflected a “general public 
grievance.” Most persons, he said, have 
a fixed grievance against all business 
except their own. 

Holgar J. Johnson, general agent Penn 
Mutual Life, will talk on “Directing 
Supervisory Activities” at the meeting 
of the agencies committee of the Pitts- 
burgh association on Friday. 


Miami, Fla.—Life insurance was called 
an instrument capable of affecting 
worldwide readjustment of social and 
economic conditions by W. J. Pruitt, at- 
torney. “It effects a genuine form of 
fellowship of social and economic effort,” 
he said. 

















Cincinnati—George E. Lackey, general 
agent Massachusetts Mutual, Detroit, 
and J. S. Graydon, Cincinnati attorney, 
are speakers at the Nov. 23 meeting, 
which will be held jointly with the bar 
association at the Netherland Plaza 
hotel. 


Boston—John Marshall Holcombe, Jr., 
manager Life Insurance Sales Research 
Bureau of Hartford, spoke on “1938 and 
Beyond.” 








First Ranking Woman 
in Union Central Life 


First lady of the Union Central 
field is Mrs. Irene P. Monfort of 
the Judd C. Benson agency, Cin- 
cinnati. Mrs. Monfort delivered 
$434,792 new business in October. 
Mrs. Monfort began selling work 
in May, 1928, paying for $202,040 
during the next seven months. 
Since, she has not failed to pro- 
duce less than $250,000, year in 
and year out. She has averaged 
to date, over the 15 year period, 
$403,644 per year, and better than 
an $8,300 policy size. 

Mrs, Monfort attributes persis- 
tency in prospecting to her record 
breaking results. She said that it 
was a bad day when she did not 
add at least one new name to her 
prospect file. About 65 percent of 
her cases are women. 
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EEOC" 
GOES INTO LARGER QUARTERS 


The D. D. Johns agency of the Home 
Life of New York, which maintains of- 
fices in the home office building at 256 
Broadway, has moved to larger quar- 
ters on the fourth floor of that building 
in order to handle the expanding agency 
operations and the increased force of 
full-time agents. In addition to building 


an organization of full-time producers 
| this agency has been able to offer. a 
3 specialized consulting service to general 


insurance men and brokers which per- 


i mits them to present Home Life planned 


estate ideas to their clients. Assisting 
Mr. Johns_in the development is 
Charles A. Finley. 


E. L, DERBY SPEAKS 


E. L. Derby, executive manager New 
York City Life Underwriters Associa- 
tion, spoke at the agency meeting of the 
Lloyd Patterson agency of the Massa- 
chusetts Mutual Life in New York City 
on “What the Public Thinks of the Life 
Insurance Agent.” Mr. Derby has spoken 
on this subject before several life under- 
writers’ associations upstate, where his 
talk has been very well received. 





SEEK BIG BUSINESS POLICY 


Business insurance amounting to $1,- 
000,000 is being applied for on the life 
of the head of a large steamship com- 
pany, Term insurance is the type of 
coverage desired, meaning that there will 
be even more than the usual amount of 
head-scratching and pencil-sharpening in 
selection departments than a case of this 
size normally calls for. Except, of course, 
for companies which flatly refuse to par- 
ticipate in so large a case under any cir- 
cumstances. 





ADVERTISING COMMITTEE HEADS 


New chairmen for the standing com- 
mittees of the Insurance Advertising 
Conference have been named by A. A. 
Fisk, advertising manager of the Pruden- 
tial and president of the conference. 

Standards of Practice—H. H. Putnam, 
John Hancock Mutual. 


Frontier Safety—Charles E. Crane, 
National Life, Vt. 
Accident & Health Week—C. A. 


Palmer, Insurance Company of North 
America. 

Life Insurance Week—A. H. Reddall, 
Equitable, N. Y. 

Publicity—F. J. Price, Jr., Prudential. 

Membership—A. H. Reddall, chair- 
man, Equitable; Jarvis: W. Mason, Na- 
tional Fire. 

In announcing the committee ap- 
pointments President Fisk disclosed that 
the insurance companies now repre- 
sented in the conference total 130 and 
that there are 50 associate members, in- 
cluding publishers of leading insurance 
journals, some of America’s leading ad- 
vertising agencies which handle insur- 
ance specialists on their staff. 





REPRESENTS INSURANCE WOMEN 


Mrs. Lillian Joseph of the A. G. 
Joseph agency of the Home Life of New 
York in New York City represented the 
League of Insurance Women at the re- 
cent State Federation of Women’s Clubs 
meeting at Albany. Mrs. Joseph, who is 
one of the leading women insurance 
Producers of the country, said that 
women are increasingly income-minded. 
Many of those at the meeting showed an 
intelligent and enthusiastic interest in 
insurance, she said. 





PINK SPEAKS ON HOUSING 
Superintendent Pink of the New York 


department was a speaker at the New 


York Housing Institute meeting here 
last week. Mr, Pink, who is also chair- 
man of the state housing board, said 
that money intelligently spent on slum 
clearance and low cost housing is not 
mere pump-priming but a permanent 
social and economic investment which 
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By R. B. MITCHELL 





will return dividends not only in health 
and happiness but in money. He said 
that while experience has shown that 
intelligently planned low cost housing 
on a large scale cannot be hastily con- 
ceived and executed, there is neverthe- 
less a great and unique opportunity to 
further the development of housing at 
this time in order to provide employ- 
ment as well as carry out a permanent 
and worth while social program. He re- 
called that Great Britain, faced with 
hard times after the world war, prac- 
tically built itself out of a major de- 
pression. 





ADD “BELIEVE-IT-OR-NOT” 


A few enterprising life agents get a 
good share of business from the home 
office employes of. other life companies. 
At first glance, it seems surprising that 
a rival home office would amount to 
much as a field for selling. However, 
those successful in invading this terri- 
tory say that it sometime happens that 
a home office worker does not care to 
have his employer know too much about 
his business, feeling, rightly or wrongly, 
that if the management knew that he 
were able to afford this additional life 
insurance it might be some time before 
any further salary increases would be 
forthcoming. 

Then too, there are home office em- 
ployes who want some special contract 
not written by their own company or 
perhaps they have large amounts of in- 
surance and feel that they would like a 
measure of diversification. 





FRANK L, JONES CHAIRMAN 

Vice-president Frank L. Jones of the 
Equitable Society is chairman of the 
business group division of the 1937 city- 
wide Christmas seal sale appeal in New 
York City. 





Tests as Aid to Selection 


Much of the interest in tests as aids 
in selection of new men is due to a 
hope of getting men who will be suc- 
cessful without training, H. G. Kenagy, 
superintendent of agencies Mutual Ben- 
efit Life, told the New York City 
C.L.U. chapter. These tests cannot 
hope to spot potential successes, but 
at most can keep out those who are 
most likely to fail, he said. The reason 
why no test can select men who will 
be successful is that a very large part of 
an agent’s success depends on the train- 
ing and supervision he gets from his 
manager or general agent, Mr. Kenagy 
stated. He urged greater emphasis on 
making agencies so successful through 
effective schooling of men in sales skills 
that the desirable type of agent will be 
attracted, thereby reducing the recruit- 
ing problem to deciding which of these 
applicants will be taken on. 





Stotz Agency Course 


GRAND RAPIDS, MICH.—The R. 
R. Stotz agency of the Mutual Benefit 
Life opened a four-weeks’ training 
course this week under supervision of 
Carroll Travis, field service manager for 
the agency department. He is being 
assisted by a number of agents from 
the Grand Rapids district who were 
given special training for the work at 
the home office, including Harold Hess, 
field supervisor at Lansing, and S. 
Hertz, field supervisor at Flint. 


Robertson Zone Manager 


Commissioner Read of Oklahoma, 
chairman of the examination committee 
of the National Association of Insur- 
ance Commissioners, has appointed G. A. 
S. Robertson of Missouri as manager of 
Zone No. 3 to fill the vacancy caused by 
the retirement of R. E. O’Malley. He 
will serve until the mid-winter meeting 
in New York, when new zone assign- 
ments will be made. 








(NUMBER NINE OF A SERIES) 


Why Agents Come— 
and Stay— With the 


MONTANA LIFE INSURANCE CO. 


A General Agent speaking: 


"When my former company sold out, on the advice of a 
friend | made a trip to the Montana Life's Home Office 
and spent three days. A Regional convention was being 
held and | took the opportunity to sound out 35 men as to 
just how the Company actually treated the Field Force. 
Some were new, but many had served 10, 15 or 20 years. 
Every man was so enthusiastic | knew they were receiving 
the right treatment. . . . | am more sold on the company 
every day and after fifteen years in life insurance most 
heartily say, ‘Montana Life is tops.’ 


Lee Cannon, Agency Vice President 
HELENA, MONTANA 














COUNTRY LIFE’S RECORD 
IS OUTSTANDING 


Rapid and Sound Growth 


Excellent lavestaeents 
Low Mortality | 
Low Overhead Cost 


The Company's low lapse experience is proof that 
policyholders appreciate all these features. 


COUNTRY LIFE 


INSURANCE COMPANY 
608 South Dearborn Street 
Chicago, Illinois 
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LIFE SALES MEETINGS 





Paul C. Sanborn Conference 


Completion of Five Years as -General 
Agent in Boston Is Fittingly Cele- 
brated by. a Gathering 








BOSTON.—A: celebration was con- 
ducted by the Sanborn agency of Bos- 
ton to mark the completion of Paul C. 
Sanborn’s fifth year as general agent of 
the Connecticut Mutual. Over 65 agents, 
brokers, ¢gency executives and home of- 
fice officials were present. A luncheon 
was followed by a business forum at 
which the subject of “Planned Life Un- 
derwriting” was considered. Mr. San- 
born opened this meeting with a brief 
review of the agency’s history. The 
agency is the third ranking one of the 
company. He presented certificates to 
the members of the 16th brokers sales 
course, whose completion of the required 
agency training brought the total.number 
of graduates to 174. 

Ralph Sanborn, brother of the gen- 
eral agent, gave a key-note introductory 
talk on the agent’s personal problems as 
they concern planned organization for 
the job. Mr. Sanborn was followed by 
Dr. C. B. Piper, chief medical director, 
who gave an explanation of the impor- 
tance of astute médical selection on the 
part of the agent who should be fore- 
warned of any physical complications 
that may jeopardize the insurability of 
his risks. 

J. F. Toomey, Jr., made a practical 
appeal for directness and simplicity of 
sales methods. He is associate general 
agent in the Fraser agency of New York 
City. The sales meeting was concluded 
by V. B. Coffin, vice-president in charge 
of agencies. 

At the staff dinner in the evening 
James Lee Loomis, president of the Con- 





necticut Mutual, was the _ principal 
speaker. He dwelt on the effect of in- 
creasing governmental expenses without 
equivalent increase in national resources, 

Informal talk were given by Secretary 
H. N. Chandler and by Dr. Piper and 
Mr. Coffin. One of the high points of 
the evening program was the presenta- 
tion of Frank B. Sanborn, manufacturer 
of cardiographs and basal metabolism 
apparatus, who was making his first of- 
ficial appearance at Sanborn agency 
meeting in company with his sons, Paul 
and Ralph. 


Group Millionaires Club 
of Equitable to Meet 





Group millionaires of the Equitable 
Society are called to meet in January 
at the Coral Gables meet of $200,- 
000 agents by Cecil Frankel of Los An- 
geles, the new _ president. of the 
Equitable Group Millionaires Club. Mr. 
Frankel went with the Equitable at Los 
Angeles in 1908 and has made a splen- 
did record in both group and ordinary 
production, 1937 being the sixth year in 
which he has attained group millionaire 
status. He has: never had less than 
$250,000 volume since 1912 and exceeded 
$2,000,000 in 1928. He has been a mem- 
| ber of the million dollar club 13 times, 
} three-quarter million club twice, half- 
million club four times and quarter mil- 
lion club five times. He is credited with 
having placed approxmately $35,000,000 
group life on the Equitable’s books. 

Mr. Frankel was chairman of a com- 
mittee in 1934 which conducted a cam- 
paign to produce $150,000,000 group in- 
surance in the last half of the year, an 
objective exceeded by $8,000,000. He 
was elected president of the Group Mil- 
lionaires ‘Club in January, 1937, and this 
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Picture this:— 


@A thrilling new ap- 
proach that gets imme- 
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® A new sales appeal 
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Flash Calemeter on the prospect who says he can’t afford more 
insurance and you “knock the skids from under” his argument— 
for you show him how a dime or a quarter a day keeps the cal- 
endar up to date, financing a $1,000 to $5,000 policy out of spare 
change that is never missed. Calemeter is a big lever to secure 
educational and juvenile business, because parents welcome this 
striking plan for teaching children the importance of saving. 
Set on Dep A-Day Goal for yourselj with Cawmeter. IT WORKS! 


EXECUTIVES: Send for samples and details of our Co-opera- 
tive Plan and the savings you can effect ior your agents. 
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Talks, Ideas and Suggestions. Write TODAY. 
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year all records of the Equitable So- 
.ciety’s group department for a similar 
period have been broken. 





Supervisors’ Conference 
of Connecticut Mutual 





The Connecticut Mutual Life is hold- 
ing a supervisors’ conference in Indian- 
apolis during the two weeks’ period 
Nov. 15-27. This is the fifth conference 
which this company has held for its su- 
pervisors and it is being conducted by 
F, O. Lyter, superintendent of agencies, 
assisted by E. C. Anderson, educational 
director, The general agents at Indian- 
apolis, G. K. Jones and C. C. Jones, Jr., 
are also assisting. Such phases of a 
supervisor’s work as recruiting, training, 
joint work, etc., will be discussed. 

Those supervisors attending are: R. D. 
Benscoter, Wilkes-Barre, Pa.; G. W. 
Boersig, Indianapolis; ‘C. W. Bowers, 
Charleston, W. Va.; L. G. Ilfrey, Hou- 
ston; L. M. McDaniel, El Paso, Tex.; 
S..L.. Mortoa,.. Jr.,. St. . Lewis. W. oR. 
O’Brien, Akron, Ohio; F. F. Pierce, 
Hartford; John M. Selser, Savannah, 
Ga.; W. H. Siegmund, Chicago; P. L, 
Smith, Atlanta, and M. Watson, 
Knoxville. 


Union Central Memphis Meeting 


Dr. William Muhlberg, vice-president 
and medical director; J. R. L. Carring- 
ton, actuary, and H. P. Winter, assis- 
tant superintendent of agencies of the 
Union Central Life, visited the M. E. 
Brooks agency in Memphis. An all-day 
meeting was held, where 21 agents were 
in attendance. The meeting was a very 
successful one. It was stated that the 
agency would close the year with 
$3,000,000 paid business. 





Occidental’s Iowa School 


_More than 50 Iowa agents of the Oc- 

cidental Life attended a school of in- 
struction in Des Moines. G. M. Kile, 
Des Moines, Iowa general agent, was 
in charge. 

Amang those present were Vice-presi- 
dent L. J. Dougherty and Agency Sec- 
retary John Gilstrap from the Daven- 
port office and F. B. Alldredge of the 
health and accident department. 





Plan Zone Conference 


Members of the executive committee 
of the General Agents Association of 
Northwestern Mutual Life met at the 
home office this week to plan for 
the zone conferences early in 1938 and 
confer with company officials on routine 
matters. Among those attending were 
B. J. Stumm, Aurora, IIl., president; 
Roswell Pickford, Cedar Rapids, Ia., 
secretary-treasurer, and Roger Clark, 
Pittsburgh, chairman of the group pro- 
gram committee. 





Field Club Meets June 2-3 


The $250,000 Field Club of the Mutual 
Life of New York will hold its national 
convention in the Fairmont Hotel, San 
Francisco, June 2-3, 1938. The annual 
managers’ meeting will be held some 
time next spring, the date not having 
been selected: 





Convention Trip to Cuba 


L. B. Robey, agency director, and W. 

. Hamrick, agency .supervisor of the 

Gulf Life of Jacksonville, Fla., joined 50 

other officials and agents of the com- 

od at Miami for a convention trip to 
uba. 





“Insurance and State Responsibility” 
is the subject of the address which Dr. 
W. B. Smith, assistant medical director 
Connecticut Mutual, is to give before 
the National Association of State Avia- 
tion Officials Dec. 1 at Miami. One ses- 
sion is being devoted to the relation of 
aviation and various types of insurance. 
Dr. Smith is very active in aviation cir- 
cles, being chief flight surgeon Connecti- 

















cut state department of aeronautics. 








POLICIES 


Continue Dividend Schedule; 


Continental American Announces |], 
crease of 7 Percent—Interest Rates o, 
Funds Are Given 








Many companies are continuing the; 
1937 dividend scales for 1938. The Cop. 
tinental American has announced a 7 pe. 
cent average increase while the Victory 
Mutual of Illinois will pay no dividends 
The Confederation Life is continuing jt; 
plan that dividends will be at least equal 
to those paid in the previous year. 


Home Life Reduction 


The Home Life of New York has ap. 
nounced a new dividend formula which 
will result in a dividend apportionment 
for 1938 of about $1,550,000 as con. 
trasted with $1,650,000 for 1937. 

In accordance with the usual custom, 
the scale is adopted at this time for the 
first quarter and will be acted on again 
in January when it is expected that it 
will be extended for the full year. 

“Our present dividend formula was 
adopted three years ago. Since that time 
there have been substantial changes in 
the basic factors which go into the dis- 
tribution of dividends,” said E. I. Lov, 
chairman of the board. 

“In the matter of interest, the trend 
of interest rates has been distinctly 
downward. Recognizing this trend, the 
interest factor has been reduced from 
4.25 to 4 percent, which is well within 
the amount currently being earned, On 
dividends on deposit and on_ policy 
proceeds left with the company the rate 
allowed will be 3.75 percent. The inci- 
dence of expense has shifted materially 
and this fact has been recognized by 
changes in the expense factor which at 
some durations in smaller and in some 


$100,000 
at 65 


Two sales a week of aver- 
age size secured from age 
30 to 65 will permit you to 
retire at age 65 with more 
than $100,000 cash—IF 





... You have operated on a 
plan that will pyramid your 
renewal commissions 
through the power of com- 
pound interest. Our agency 
and General Agency con- 
tracts are designed primar- 
ily to build renewal in- 
comes. Address inquiries to 
O. R. McAtee, Director of 
Agencies. 


REPUBLIC 


NATIONAL 
LIFE INSURANCE 
COMPANY 
“Registered Policy Protection” 
Home Office: 
Dallas, Texas 


THEO. P. BEASLEY 
President & General Manager 
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durations larger than in the present 
schedule. Mortality rate has shown an 
improvement and the mortality distribu- 
tion in the new scale is larger.” 








when it begins. Illustrative premium 
rates and dividends are: 


ec Dividends End Year—, 

Age Prem. 1 2 
10 $20.85 $2.98 $ 3.36$ 3.93 $ 4.63 $ 5.48 
24.47 3.18 3.68 4.41 6.42 





REAL ESTATE 


The Manufacturers Life of Canada | 15 ‘ 5.32 
edule; has increased its dividends 10 percent. = 25.68 3.44 4.07 5.00 6.15 7.55 

Interest on funds on deposit will be | 35 42.19 4.23 5.28 6.86 8.81 11.21 

3.75 percent. | 35 53.62 4.85 6.27 8.41 11.05 14.32 
unces |p, The following table shows those com- 40 32 5.76 Lis 10.77 14-52 19.02 
Rates » My panies which are continuing their 1937| 5) —1¢9°53. 9168 14.74 22.30 31.28 41.95 








dividend scales in 1938, with the interest 


) allowed on funds left on deposit: 


Interest Allowed 





Hercules Life Makes Some 





Insurance companies, by no reason of choice, are 





ung thei Instal- now vitally interested in the ownership and control 
e Co Accumu- ment | Ch in Co Y ° 
da fp lated Settle- anges in Contracts of real estate. The keen foresight of these com- 
e Victory ey Company ~~ anies retaining the properties they have acquired 
dividend; 3 3 Recently the Hercules Life of Chicago a a stabilizing effect on real estate in general. 
Uividends MM aetna Life ...........e.- 3.5 3.5 sha g g 
inuing jt Canada Life ............. 3.50 3.50 | adopted new surrender values and add- E 
ast equi iam eaten! Lite, bee sss eres 3.50 4-0 | ed endownment at 85, changing ordinary This procedure of holding during the interim of 
ir. Continental Ammer... 8.50 3.75 - Pig sma - a fn acquisition and sale does, however, necessitate the 
Expressmen’s WCUAL. 050s . ac 0, r over. new ° ‘ ° ° 9 
| Great-West .----seeeeeee. 3.75 3.75 | charges are based on Illinois standard services of alert and 7 pane rie meee te 
< has an. © Ca tanteahe Mutual.... 3.5 3.75 | reserves with surrender charge $5 per ganizations. | In today’s — et, years — 
la which Manhattan Mutual, Kan.. 4.0 3.50 | $1,000 the third year, increasing $1 an- experience in the practical management of real 
tionmen fag Midwest eee Gan IIT re 3.50 | nually to $10 in tke eighth year. From estate is necessary for this type of work. To best | 
as conf National Masonic :......: 3.50 3.50 | the eighth to the 19th years, inclusive, serve their owners, management organizations, | 
y New England Mutual.... 3.5 3.75 | surrender charge remains level at $10 h h intelli » tonal vith ical allah tee 
custom fer Novth American, Can..... 4.0 4.0 | and for the 20th and succeeding years through intelligent leasing activities, must aim 
aston BY ortho tates canses"<c: £0, 48, | there is no surrender charge. This pro ward the benefits of proper physical maintenance 
yn again F Security Life & Trust... 45 4.5 duces higher values up to the 15th year and increased value. 
that it fe Shenandoah Life Aen ae 4.0, 3.50 but slightly lower values for the 16th to q bbs s 3 = 
a bf ity >A 30° | 19th years. Rates at quinquennial ages This organization, actively engaged in the business 














for the two new contracts are: 


Pref. Pref. 
i Risk 








of real estate management, qualifies, and is ready 
and able, to serve you in the management of your 


nges inf Increases Premium Rates Age Hnd.85 $5000 Age End. 85_ $5,000 properties 
the dis. F 15....$15.29 $68.95 40....$29.56 $132.80 . 
| Low Prenkiin Life R Rate Book, | 25... 1895 85.30 50.... 44416 197.65 
‘Ee ranklin Life evises Rate Book, | 22---- 18. . . 

fe 30 21.59 97.10 55 54.76 249.35 
e trend § Settlement Options, Effective First of | 35 25.01 112.50 60 69.42 321.10 RAYMOND P. M U LVANEY 
Stinctly F Year 
nd, the a a es eae Real Estate. . Management .. 
a: r Increased premium rates are shown in F Beslaal Oth 100 WEST MONROE STREET 
ed. On | the Franklin Life’s new rate book effec- orms Nepiacing ers CHICAGO ILLINOIS 
policy | tive Jan. 1. Premium rates have been ' 
e rate increased on all plans except five and The Pan-American replaced its ordi- AGENT FOR MEMBER 
e inci: f) ‘et year term, ordinary life double in-| nary life and endowment at 90 with pre- 100 WEST MONROE BUILDING HICAGO REAL ESTATE BOARD 
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surance to age 60 and family income. 
Non-forfeiture values have not been 
changed except under insurance annuity 
policies, where increase in maturity 
values has necessitated increase in pre- 
miums, loan and non-forfeiture values. 
Maturity values for a policy providing 
an income of $10 a month for 100 


ferred risk ordinary life and endowment 
at 85. The preferred risk policy is on 
full level premium basis while the en- 
dowment at 85 is on the Illinois stand- 
ard. This gives higher surrender values 
for the preferred risk during the first 20 
years for all but older ages at issue. II- 
lustrative new rates for these two forms 
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MADISON-LA SALLE BUILDNG NATIONAL ASSN. OF REAL ESTATE BOARDS 
STARK BUILDING 


AND OTHER PROPERTIES 














months and lifetime of the insured are: | are: 
Maturity age 55, male $1,630, female 2 Pref pa 
$1,769; 60, $1,458 and $1,595; 65, $1,297 | t ; 0.1 : 1 i 
rd ath tee dil deh AP. aiils itt Clocklike Regularity 
Settlement Options Revised 25.... 15.10 15.75 50.... 37.26 39.39 
a ‘5 30.... 12.19: 18.20 55.... 47.66 50.00 
3 The policy provision for optional | 35---- 19.91 21.40 60.... 61.17 64.50 
' methods of settlement is revised so un- ¢ : 
er. | J) der option 2 the income is based on | New Double Indemnity One of our policyholders writes, “It seems 
» American Annuitants table with 3% per- be 
- J) cent interest and depends upon sex Rider Covers Aviation hardly a year ago that I began receiving 
'_ of payee. When proceeds are to be left 
re - on deposit the guaranteed rate of a A new double indemnity. rider has my monthly income from the Massa- 
4 tien adlet aiediae Bi Pops g he smn ds bm riper cuca Ps ye Comsaatiant chusetts Mutual! It has given me deep 
° . eneral which includes e aviation naz- 
. fixed amount is payable until proceeds | ard in the case of fare-paying passen- satisfaction to know that checks would 
wl premium rates for certain ages for prin- gers riding in aircraft operated on a 
6 | Lal ane ae: eR Eg come with clockii&esapaiecity. Yester- 
n- O.L Ins. Ann. | routes. The limit of double indemnity day, when the latest payment came, 


Y| Bie Ou FOF: OFT Mate mate | will be $10,000, the rate being based on 
a- | Fe Age $43 the amount of flying. A standard rate bearing with it also interest for the year, 
. ++++18.48 14.62 22.56 42.73 19.16 20.14] will apply on those flying not over 30 
30 17.64 18.98 27.27 43.27 27.23 28.76 ; Spay: ; 
4 40.1 12498 Beer Shai 4n47 4245 45:24 | hours a year. Age limits will be 15 I was even more grateful for life insur- 
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Jefferson Standard Life 


Has New Income Policy 





The Jefferson Standard Life put a 
new participating policy called optional 
retirement income on the market. This 
is basically retirement income with in- 
surance but has additional features giv- 
ing flexibility. It is written to mature 
at age 60 for a $10 monthly income, 10 
years certain, but on any policy anni- 
versary age 50-60, providing the policy 
1s 10 years old, insured may elect to be- 
gin income for amount cash value will 





through 60. The old double indemnity 
rider excluding all aviation hazard will 
be used where this risk is excluded by 
rider from the life contract itself or in 
other cases at the company’s option. 


Additional Juvenile Rates 


Rates for ages 10-14 on several forms 
which heretofore have taken the age 15 
rate are shawn in the new Union Cen- 
tral rate book. This is in line with the 
move to insure juveniles. Some time 
ago the company announced a line of 
juvenile policies, ages 0-14 with graded 
death benefits at death before age 5. 
These rates and death benefits are in- 
cluded in the new rate book. The addi- 
tional juvenile rates are: 

20 20 End. Ret. Ann. 





ance. I wish more people knew and un- 
derstood its significance.”’ 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Bertrand J. Perry, President 














purchase, If at age 60 policyholder de- Age O.L. Pay End. 65  at60 at 65 
sires to continue paying premiums and|10 $15.34 $24.48 $46.73 $17.12 $21.68 $18.88 
defer commencement date he may do | 11 15.58 24.76 46.78 17.45 22.21 19.29 
so, not t ith di 12 15,83 25.07 46.82 17.80 22.80 19.72 
So, not past age 70, with corresponding |13 16/10 25.38 46.87 18.16 23.40 20.17 
increase in amount of monthly income | 14 16.37 25.70 46.92 18.54 24.03 20.64 ea ened 
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Finds Juvenile Cover Proper 
and Desirable Field 


(CONTINUED FROM PAGE 4) 


diseases, suicide, morals, drink habits, 
hazardous occupations, financial worries. 

It is known that about 40 percent of 
all the infant deaths are due to prema- 
ture birth, congenital malformation and 
injury at birth. By medical examination 
these faults can be eliminated and med- 
ical selection against the company can 
be prevented, 

Family background and environment 
is the factor calling for the closest in- 
vestigation, Mr. Rust said.. The inspec- 
tion report’ is designed to reveal this. 
The economic status of the family must 
he studied to avoid speculation. 

| Where Union Central ,issues juvenile 
insurance without payor insurance, juve- 
nile inspection report of the child is 
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called for. With payor insurance Union 
Central requires as well regular inspec- 
tion report on the applicant. 

Union Central requires that the child 
be examined by one of its regular ex- 
aminers except children who have not 
yet reached 14 days. In that case the 
form may be completed by the attend- 
ing physician. The form used for ages 
1 day to 9% years is a simplified form. 
From 10 to 14 years, the regular adult 
examination is required. 


Simplified Form 


The simplified form elicits the name 
and date of birth, whether the child has 
been vaccinated against smallpox, im- 
munized against diphtheria or against 
whooping cough and whether it has been 
examined for insurance before and in- 
surance issued. Other questions are 
whether the parents are living and in 
good health; if deceased, give cause of 
death and date; has any member of the 
family recently had any contagious dis- 
ease; has anyone in the family ever had 
tuberculosis, insanity, epilepsy? Give 
ages and condition of health of brothers 
and sisters living and ages and causes 
i —_— of brothers and sisters who 

ied. 

These questions are answered by the 
applicant and confirmed by the doctor. 

Union Central accepts juvenile appli- 
cations only on lives of children of fam- 
ilies of the type where the agents would 
solicit regular insurance on the adult 
members. Union Central does not con- 
sider applications from industrial classes 
nor from families living in poor envi- 
ronment. 

If. the child has any brothers or sis- 
ters that would be eligible for juvenile 
insurance and if only one child is to be 
insured, reasons should be given for 
excluding the others. If insurance is 
sought on the life of an adopted child, 
Union Central insists on knowing how 
long the child has been adopted. 


Forms of Cover 


Juvenile insurance is issued on the 
20-pay life plan, 20-pay endowment, 20- 
pay endowment at 60, endowment at 
18, endowment at 21 and single premium 
form, all participating and without in- 
terim term insurance except at insur- 
ance age of five and over from com- 
mencement. of interim term. The poli- 
cies: contain graded benefits for five 
years. Disability and double indemnity 
are not considered. 

The amounts are $1,000 (ultimate) to 
$10,000 (ultimate) regular. Union Cen- 
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tral will accept as much as $25,000 on 
gilt edge risks and with reinsurance, 
even more, 

The applicant, if insurable, must carry 
at least $5,000 of insurance on his own 
life or three times the amount of the 
insurance applied for on the child, which- 
ever is the greater. 

The same relationship between the 
amounts of the child and applicant in- 
surance applies separately to each child 
of the family insured. 


Primary Beneficiary 


The primary beneficiarx is usually the 
applicant and must be a parent or close 
relative or guardian. The contingent 
beneficiary must be an adult who is will- 
ing to assume payment of premium. 

If the father is uninsurable, an ap- 
plication with the mother as applicant 
either with or without death benefit, 
payor insurance, will be considered with- 
out regard the amount of insurance 
carried by her. 

The juvenile policy is not written in 
New York or New Jersey. In Nebraska 
it may be issued only when applicant 
is liable for support of the child and 
the limit from ages zero to five is $1,000 
(ultimate). Ages six-nine, the limit is 
$2,000. Colorado permits an upper limit 
of $10,000 if the child is actually age 
10 or over. 

Payor insurance, issued in connection 
with juvenile insurance, is of two kinds. 
One provides for waiver of premium in 
event of death of the applicant, while 
the other provides for waiver of prem- 
ium in event of death or permanent dis- 
ability of the applicant. 

Regular medical examination is re- 
quired on the payor and the payor is 
underwritten with the regular rules for 
adult insurance. 








INDUSTRIAL 


National Labor Board Gets 
Company, C.I.0., into Parley 








NEW YORK—The national labor 
board got the Metropolitan Life and 
the C. I. O. industrial agents’ union to- 
gether for the scheduled conference last 
week but there has been no decisive re- 
sult to date. Meanwhile the union, 
is striving to mobilize Metropolitan in- 
dustrial policyholders in support of the 
agents’ union and arrangements are be- 
ing made for a mass meeting of Metro- 
politan policyholders scheduled for next 
week. 

The conference called by the labor 
board was the result of demands by the 
union for recognition as sole collective 
bargaining agent in the New York City 
area and the Metropolitan’s refusal to 
grant recognition. The union com- 
plained to the labor board, charging the 
company with unfair labor practices un- 
der the Wagner act. 

At the moment the union is awaiting 
final word from the Metropolitan as to 
recognition before proceeding further in 
its appeal to the labor board. 





Little Interest in Boston 


Evidently the Industrial Insurance 
Agents Union in Boston is not making 





much of a dent. The meeting was called 
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Chicago Supervisors Elect 
New Slate of Officers 








R. H. WIENECKE 


Robert H. Wienecke, manager of the 
life department of Stewart, Keator, 
Kessberger & Lederer, general agents 
Continental Assurance, Chicago, was 
elected president at the annual meeting 
of the Life Agency Supervisors Club of 


that city. He succeeds B. H. Groves, 
assistant manager Travelers. Elmer 
Grandson, assistant manager Union 
Central, is vice-president; Roy Elmer, 


New York Life, secretary. The super- 
visors will hold their annual general 
agents night at the naval armory, Dec. 9, 
C. J. Zimmerman, general agent Con- 
necticut Mutual, spoke at the annual 
meeting on recruiting and _ training 
agents, outlining a year’s work for a 
supervisor. 








for Wednesday night of last week. A 
representative of THE NATIONAL UNDER- 
WRITER was present and up to a late 
hour only five men showed up. 





F. L. Patenaude, 45, assistant manager 
John Hancock Mutual Life at Webster, 
sine. was killed in an automobile acci- 

ent 



























Stock Quotations 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 








: Par. Div. Bid Asked 
Aetna Life ..... 10 -60 23% 25 
Amer. Life, Ala. 5 Ages 4 aca 
Bank. Natl. Life. 10 1.00 27 31 
Central Life, Ill. 10 ee 7 ae 
Cent. States Life 5 ai 2% .. 
Columbian Nat..100 4.00 80 90 
Commonw.,. Life.. 10 15 17 19 
Conn. Gen. Life. 10 -80 27 29 
Cont. Assurance. 10 2.00 31 33 
Cont. Am. Life.. 10 1.20 31 33 
Farm. & Traders. et 12.00 210 225 
Fed. Life, Chgo.. rae 8 a 
Girard Life ..:: 10 40 9 11 
Great Nor. Life.. 10 2d 4 we 
Great South. Life 10 2.50 18 23 
Kan. City Life..100 16.00 425 475 
Life & Cas., Tenn. 2 acace 9 EL 
Life of Va.../.. 20 3.00 73 80 
Lincoln National 10 1.20 22 24 
Mo. State Life.. 10 Ba AS. 1 2 
Natl. Life & Ac.. 10 1.60 56 61 
New World Life 10 .40 5 6 
Northw. National 5 -60 11 13 
North Amer. .... 2 HESS 3 4 
Ohio National... 10 1.00 24 28 
Ohio State Life.. 10 1.00 22 26 
Old Line Life... 10 -60 11 12% 
Old Rep. Credit. 1 .05 % 1% 
Pacific Mutual... 1 oes 2 3 
Pan Amer. Life. 10 -50 16 19 
Peoples Life, Ind. 10 -60 20 ns 
Philadelphia Life 10 a 3% 4% 
Prot. Life, Ala.. 10 .60 14 
Prov. Life, N. D. 10 .80 11 
Rockford Life... 10 ees 4 8 
Sun Life, Can...100 Poke 430 470 
Travelers ...... 100 16.00 415 425 
Union Central... 20 -80 23 Pe 
Wisconsin Natl.. 10 
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Societies Personalize Policy 





Make Protection Less Intangible by 
Activities Centering Around Family 
and the Household as a Whole 





Fraternal societies long ago solved one 
of the principal problems that today face 
commercial life companies—how to. per- 
sonalize the life insurance protection and 
make it less intangible. The actual con- 
tract is merely a piece of paper bearing 
many printed words. It has been made 
by commercial companies to look like a 
bond, or has been otherwise streamlined 
to emphasize its value, but this only 
partially solves the problem. 

A number of commercial life compa- 
nies have provided health services which 
are tied in closely with the policies, and 
the results have shown this is a step in 
the right direction. 

The lodge system of many fraternals 
{s especially adapted to personalizing the 
fife insurance protection, The fraternals 
undoubtedly have developed to a high 


» degree the art of making the life in- 
' surance certificate live in the minds of 
' the certificate holder. They have stressed 
| family activities, since protection of the 


family is the principal purpose of life 
The children have not been 
over-looked, providing many junior ac- 
tivities all pointed to inculcate the life 
insurance idea. 

Most of the fraternals have publica- 
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@Total Membership 134,803 
Enrolled in 1936 alone 25,096 
Total Protection $108,660,736 
Written in 1936 


tions especially edited to interest certi- 
ficate holders and members. These con- 
tain news about the societies, their lodge 
meetings, etc., and much miscellaneous 
material interesting to members such as 
departments on cookery, women’s pages, 
household hints, etc. The fraternal pub- 
lications also use many pictures of group 
and individual members and their doings. 
The net result is the members are led 
to understand they are taking an active 
part in the organization which provides 
their protection. 


Gain Better Member Support 


It is much easier for fraternal societies 
to secure support of members in an ef- 
fort to defeat inimical legislation or to 
secure adoption of worthwhile bills than 
it is for commercial companies. Old line 
life companies have made little progress 
in this direction even though in a mutual 
company the policyholders are in fact as 
much the owners and operators of the 
companies as are fraternal members of 
their societies. 





National Fraternal Congress 
to Hold Midyear Meeting 





The National Fraternal Congress will 
hold its winter meeting at the Morrison 
Hotel, Chicago, Feb. 21-22. The various 
sections will meet at that time. 

The annual meeting of the Fraternal 
Society Law Association will be held. 
On George Washington’s birthday there 
will be an outstanding speaker, J. J 
Heffernan, first assistant attorney-gen- 
eral of Ohio. He is a former judge and 
mayor of Youngstown. 


Rice Wood Hews President 
of Texas Congress 








Rice Wood, manager Homesteaders 
Life, Dallas, was named president Texas 
Fraternal Congress at the annual meet- 
ing in Mineral Wells. Dallas was se- 
lected for the next annual convention. 

Other officers are: Vice-presidents, 
Mrs. Eva Huskey, Greenville; Reuben 
Young, Dallas, and W. B. Carssow, San 
Antonio; secretary-treasurer, J. H. 
Cullom, Dallas, who has been elected to 
that post 30 consecutive times. Mrs. 


groups, saying this work fills a gap in 
the .insurance. scheme of things of the 
country. 

A banquet at which state officers 
spoke was held. Officers were installed 
by Mrs. Dora Alexander Talley of 
Omaha, president National Fraternal 
Congress and head of the Woodmen 
Circle. 

Among speakers were Walter Basye, 
Rochester, editor; Judge Farrar New- 
berry, Omaha, secretary Woodmen of 
the World; A. O. Benz, Appleton, Wis., 
president Aid Association for Luther- 
ans; Mrs. Talley, Commissioner Read 
of Oklahoma, and G. M. Bird, Cedar 
Rapids, editor. 





Propose Constitution Change 


A number of amendments to the con- 
stitution of the Gleaner Life have been 
proposed for consideration at an execu- 
tive meeting to be held in Kankakee, 
Ill., Dec. 7-8. It is planned to hold the 
executive meeting every two years in- 
stead of four as at present, to make 
certificate and memberships available to 
men or women not addicted to use of in- 
toxicants, drugs, etc. between ages 
16-65, subject to medical examination; to 
permit policy loans not exceeding 90 
percent of the reserve after payment of 
dues for three years, interest rate to be 
6 percent. 

A meeting of the field organization of 
the Gleaner Life will be held at the 
home office in Detroit, Mich., Jan. 4. 
Under the guidance of President H. P. 
Orr the Gleaner Life is making an ex- 
cellent showing. Mr. Orr was for many 
years the attorney of the company, and 
succeeded Rass L. Holloway as presi- 
dent following Mr. Holloway’s death 
last year. 


Daly Named Head in Ohio 

The Ohio Fraternal Congress at a 
meeting in Columbus, O., elected G. 
Daly, United Commercial Travelers, 
Columbus, as president. Other officers 
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Attention Field Men 














alone ....... 14,170,968 yore H. Shugart, Garland; Mrs. Lela 
- Ashley, Fort Worth; E. H. Hellbush, 
Benefits Paid Houston; A. S. McGregor, Dallas, and 
since 1895.... 37,156,980 Mrs. Myrtle Estes, Fort Worth, were 
named directors. 
* Commissioner Daniel Speaks 


The chief speaker was Commissioner 
Daniel of Texas, who lauded fraternal- 
ism but warned it can never compensate 
for inadequate provisions for meeting 
pressing financial obligations. He urged 
fraternals to sell more insurance to their 


Dora Alexander Talley, President 
Mamie E, Long, Secretary 
Home Offices, Omaha, Neb. 
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OUR ORGANIZATION, OPERATING IN 
ALMOST ALL OF THE STATES IN THE 
UNION AND PROVINCES OF CANADA, 
OFFERS A GREAT MANY OPPORTUNI- 
TIES TO THE ALERT FIELD WORKER. 
OUR 3300 LODGES PROVIDE A NET- 
WORK OF UNPARALLELED CONTACTS 
ATTRACTIVE TO THOSE MEN AND 
WOMEN AMBITIOUS TO BETTER THEIR 
FINANCIAL STATUS. LIBERAL CON- 
TRACT PROVISIONS, A VARIETY OF 
PLANS OF PROTECTION, A SYMPA- 
THETIC HOME OFFICE COMBINE TO 
FORM A COMBINATION OF FRATER- 
NAL FIELD OPPORTUNITIES WHICH 
ARE SECOND TO NONE! 


THE MACCABEES 
DETROIT, MICH. 
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are: Vice-presidents, J. A. Willow, 
Youngstown, and E. I. Nikodym, Cleve- 
land; secretary R. S. Cox, Millersburg, 
Junior Order United American Mechan- 
ics, and treasurer Nellie Murray, Toledo. 
The 1938 convention will be held in 
Cleveland. Another meeting will be held 
in a few months to discuss fraternal 
problems. 


Talbot Back from Europe 


R. H. Talbot, superintendent of 
agents of the Modern Woodmen, has 
just returned from a six weeks trip to 
Europe. ‘ 





Urges Compulsory Protection 
PORT WASHINGTON, WIS.— 


Every man _ contemplating marriage 
should be required by law to purchase 
life insurance before a marriage license 
is issued, Judge J. C. Karel, Milwaukee 
county probate judge and past president 
National Fraternal Congress, told a 
joint meeting of Rotary clubs here. 
He is president Equitable Reserve, Nee- 
nah, Wis. He related experiences in 
his court of suffering and privation of 
widows and families due to the hus- 
bands and fathers failing to provide 
properly for their families’ support after 
the breadwinner’s death. 





Missouri Position on Fraternals 


TEFFERSON CITY, MO.—Superin- 
tendent Robertson has taken no action 
so far in changing the policy set forth 
by former Superintendent O’Malley as 
to fraternals. He has had important 
conferences with officials of the Knights 
of Columbus and Modern Woodmen 
which Mr. O’Malley attacked. It is ex- 
pected that Superintendent Robertson 
will make known his position shortly. 


Ten Years in App-a-Week 


D. T. McKellar, general agent Illinois 
Bankers Life at Vandalia, Ill., completed 
10 years in the App-a-Week club. 

Mr, McKellar never failed to send in 
at least one application and frequently 
more during the period. He first quali- 
fied for the club in 1925, but allowed his 
membership to lapse. However, in 1926 
he made up his mind to try again and 
has been a consistent producer ever 
since. “I made up my mind that, if 
others had written an application a week 
for 10 years, I could. I knew that it 
was within reason, barring sickness. A 
fellow can really do anything he wants 
—_ if he wants it bad enough,” he 
said. 

Mr. McKellar says his goal is 1,000 
weeks in the App-a-Week club, so he 
intends to remain another 480 weeks. 


OUR NEW CATALOG 


Free on Request ! 


Prizes, premiums or gifts. Our new 200 
page catalog is complete with jewelry 
and general merchandise. Many of the 
pages are in natural color. It is yours 
free for the asking. 
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Gant Dismisses the Cases 


Great Northwest Life of Spokane 
Wins in Suits Brought Against It by 
Stock Salesmen 








F, E. Dunton and Otto R. Wagner, 
stock salesmen, brought suit against the 
Great Northwest Life of Spokane for 
services performed in the organization 
of, the company in 1928. The superior 
court has entered judgment in favor of 
the company. 

a court in commenting on this case 
said: 

“1. That from March or April, 1928, 
until November of that year the plain- 
tiffs performed valuable services in the 
organization and incorporation of the 
defendant, very much as outlined in 
their complaints. 

“2. That repeatedly during this pe- 
riod, as also thereafter, the plaintiffs 
stated to the trustees of the defendant, 
to prospective purchasers of stock, to 
Best’s Insurance Reports, to the state 
insurance commissioner and on at least 
one prospectus, in unmistakable lan- 
guage, that there was to be no expense 
to the defendant for these services. 


Had Gentlemen’s Agreement 


“3. That they and the trustees of the 
defendant had a ‘gentleman’s under- 
standing’ that the defendant would pay 
the plaintiffs the reasonable value of 
such services when it could do so out 
of its earnings. 

“4, That this understanding should 
not be made a matter of corporate rec- 
ord since to do so would show a cor- 
porate liability which would require the 
defendant to provide additional surplus. 
“5, That with a single exception this 
‘gentleman’s understanding’ was not dis- 
closed to any one, that exception being 
a prospective purchaser of stock who 
elicited the information by inquiry. 
“This secret understanding between 
the plaintiffs and the trustees of the 
defendant was a wrong to subsequent 
purchasers of stock and was a violation 
of a provision of the insurance code of 
this state and as soon as this wrong 
appeared, it became the duty of the 
court, sua sponte, to go no further with 
the cases but to dismiss them, since the 
courts must not lend their aid to the 
enforcement of a claim which is wrong- 
ful in itself. Both cases must, therefore, 
be dismissed. 


Issues on Appeal 


“If, on appeal, the appellate court 
should not agree with this disposition, 
then I am of the opinion that the statute 
of frauds is applicable which requires 
the agreement to be in writing and since 
the agreement in this case was a ‘gen- 
tleman’s understanding’ not in writing, 
the actions must fail. 

“Likewise, the third affirmative de- 
fense, liberally construed, presents a 
plea of estoppel, which is sustained by 
the proof and is a complete defense. 
Where plaintiffs sold much stock on 
the representation that there would be 
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no expense to the defendant on account 
of organization or promotion, then they 
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are estopped from thereafter seeking to 
collect compensation for such services. 
For any or all these reasons the actions 
must be dismissed.” 

S. P. Weaver is now president of the 
Great Northwest. 





Pay Honor to 66 Veterans 
of Travelers on Coast 





SAN FRANCISCO.—More than 170 
representatives of the San Francisco of- 
fices of the Travelers were guests at 
a luncheon, honoring 66 veterans in the 
company service, with Vice-President 
H. H. Armstrong and H. W. Anderson, 
assistant superintendent of agencies, 
present from the home office. Of the 
66 veterans, Louis Sayre of Santa Rosa 
was the oldest in, point of service. There 
were 560 years of “Travelers service” 
represented in the 21 men at the speak- 
ers’ table. Among those with records 
of more than 30 years of service were: 
Manager A. S. Holman, Vice-president 
Armstrong, L. H. Armstrong, manager 
casualty department; O. L. Zeus, assist- 
ant manager under Mr. Holman; A. E. 
Lucy, superintendent of casualty under- 
writing; H. L. Dewey, J. H. Voor- 
sanger, C. Devans Holman, W. T. 
Goldsborough and B. J. Blaisdell of 
Santa Cruz. 

Serving as toastmaster, Mr. Holman 
recalled the “early days,” exhibiting 
group photos of many of the men who 
are still active in the service and some 
of whose sons are now with the Trav- 
elers in various capacities. 


Sees Great Things Ahead 


Sounding a note of optimism, Vice- 
President Armstrong discussed present 
day opportunities of life insurance, 
pointing out that the next ten years 
will, in his opinion, be the greatest years 
ever experienced. He reiterated the 
company’s position on the “declaration 
of guiding principles,” stating it believes 
in the principle of fewer and better 
agents, and stressing its educational ef- 
forts. He urged those present to get 
back to fundamentals in the sale of life 
insurance and pointed out that no matter 
what happens, “guaranteed low cost life 
insurance will go on doing what it set 
out to do.” 

In his discussion of life insurance 
salesmanship, Mr. Anderson pointed to 
specific cases and their solution, urging 
the agents to “sell with an appeal that 
coincides with current thinking.” 

The following day the home office 
officials attended a similar meeting in 
Oakland where veterans in the East Bay 
district were honored with C, F. Whit- 
aker as chairman. 

Before coming to San Francisco Mr. 
Armstrong and Mr. Anderson visited 
agencies in the Pacific northwest and 
before returning to Hartford will hold 
meetings in Los Angeles. 





Embry on Coast Trip 

A. M. Embry, Kansas City manager 
of the Equitable Society, addressed 
meetings of the Kellogg Van Winkle 


and A. A. Dewar agencies in Los An- 
geles. Mr. Embry will visit San Fran- 
cisco, Portland, Seattle, Spokane and 


Denver before returning home. 


Holderness Takes Up New Work 


H. M. Holderness, formerly vice- 
president of the Connecticut Mutual 
Life at the home office, has arrived in 
Los Angeles to assume his new duties 
as superintendent of the western depart- 
ment. He is well-known on the Pacific 
Coast, having visited that territory a 
number of times in past years. 


W. J. Graham on Coast 


Southern California is the “white 








—— 


Pacific Coast, according to W. J. Gr. 
ham, vice-president Equitable  Socie 
who made the trip to Los Angeles fron 
New York on the Grace liner Sant 
Paula. 

After conferences with Kellogg Va, 
Winkle and A. A. Dewar, Los Angel 
managers, Mr. Graham went on to Sa, 
Francisco. 





Eva May Fleming, one time leading 
personal producer for the John Hap. 
cock Mutual Life in San Francisco, dig 
there. She had been ill for severg) 
months, 

John A. Grennan, San Francisco ins. 
ance attorney, is opening offices at 4 
Sutter street. For a number of year 
Mr. Grennan has been an_ instructor jp 
preparation work for the C. L. U. degree 
and recently spoke to the San Francise 
Life Underwriters Association on “Every. 
man’s Legal Problem.” 


MANAGERG 


ASSOCIATION 











Plan Cooperative Advertising 


Plans for cooperative advertising were 
discussed at a meeting this week of the 
St. Paul General Agents & Managers 
Club. For the past several years club 
members have contributed to a fund and 
promoted a series of advertisements on 
the value of life insurance in local news- 
papers. 


Raines Elected at Dallas 


A. C. Raines, Dallas agency director 
of the Great Southern Life, was elected 
president of the Dallas Life Managers 
Club at the annual meeting. He suc- 
ceeds A. A. Rowland. Ross Priddy was 
named vice-president and Miss Hazel 
Roberts, secretary-treasurer. 








Discuss Recruiting, Financing 

Agency management problems were 
discussed by the Seattle Life Managers 
Association. Ray H. Finger, Sun Life, 
presided over his: last meeting; retiring 
in favor of J. J. Patterson, Oregon Mu- 
tual. Mr. Finger will take up new duties 
cat the home office Jan. 1, becoming west- 
ern United States manager. 

The subject of recruiting was dis- 
cussed by S. B. Carlton, Phoenix Mu- 
tual; Austin Thayer, Prudential; H. S. 
Bell, Equitable of Iowa. Financing new 
agents was handled by Paul Green, 
Aetna; M. H. O. Williams, Northwest- 
ern Mutual, and J. P. Mulder, Mutual 
Life of New York. ‘ 


N. J. General Agents Seminar 


General agents, managers, supervisors 
and executives attended a one-day semi- 
nar in Newark under the auspices of the 
General Agents & Managers Association 
of Northern New Jersey. 

Dr. Verne Steward outlined a num- 
ber of interesting facts in selection of 
sales persannel. 





The annual Thanksgiving party of 
managers and assistant managers of life 
insurance agencies in Columbus, 0., will 
be held Nov. 22. 


Fuller Agency Wins 

The Prudential’s Cincinnati ordinary 
agency under Manager W. S. Fuller is 
the October winner among the Pruden- 
tial northern group of agencies. In Oc- 
tober the Cincinnati agency produced 
139.4 percent of its monthly average busi- 
ness for the first three-quarters of 1937. 
The following representatives made 
more than 100 percent of their allotments 
for October: Samuel Cantor, Richard 
Dana, Carl Ellerbusch, Theodore Heck, 
Clarence Heldman, Sam Henderson, Bry- 
ant Irby, Robert Maddux, Roger Mil- 
stead, Jack Roberts, Isadore Siegel, 
Ralph Taylor, Mrs. P. C. Todd and B. 
F, Wills. 

In November the Cincinnati agency 
will compete . with the championship 
agencies from the southern, ‘eastern and 
western groups, to determine the grand 
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| she'll have to provide the other $8,000.” | overcome by the willingness to over- 


After the Meeting hope to accomplish. 
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SALES IDEAS AND SUGGESTIONS 


= 
— velop courage. the same way that you 
develop the muscles of your body—by 


Using Ideas Is Essential in ees prospect that you stay away oy AL E S I D E A 
/ tie as ne onlay" nls podicsacniinincswe 
Agent S Success, Says Gray that you call on, determined to show 


him that you are just as big as he is, Interesting Approach Is 


























phe Rae a , makes it easier to see the next one.” . 
PHILADELPHIA.—Not using ideas] When a prospect says “Well, I’m not Essential Step Today 
for fear that they won’t work is the dif- | going to do anything about it now. But, Purpose is Essential ; : 
ference between failure and success in| if it'll make you feel any better, you're | For Agents Success Many agents have a mistaken notion 
that the life insurance business is so im- 


elling of life insurance, A. E. N.|a very good salesman”; the agent should : ( 
a assistant secretary Prudential,| reply: “I appreciate that. It takes a No man succeeds unless he has a pur- | portant today that in approaching the 
told ‘the annual fall sales rally of the | very good salesman to sell life insurance | pose, said Mr. Gray. He likes to think | prospect all they need to say is that they 
have something very important to say, 


j i iati f Life Under- | but it takes a ver ood husband to] of the philanthropical side of life insur- ) 
Ce Ln — ance; of the good it does to so many | whereupon the prospect will become eag- 


riters. “The secret of success is not | buy it.” 3 } i r 

Wee uch to the man who still hasn’t Waes’ Benetionsl families, “but I also never forget that | erly attentive. The fact is far different 

learned to stop failing,” declared Mr. Prospect Uses Emotio life insurance provides a living for me | from this, J. S. Braunig, assistant general 

oe Appeal When He Refuses and my family. agent, John Dingle agency, Massachu- 

Mr Gray presented a number of sales Some agents contend that they can’t “The first thing to do is to get your- | setts Mutual, Chicago, declared in the 
t use the emotional appeal and that the | self a purpose in life. Make it big enough | brokers school he is directing. 


People are interested in life insurance 
today more than ever before in history, 
he said. They are, however, interested in 
it only as they see how it solves certain 
of their estate problems. The agent 
therefore, he said, to secure an interview 
must adduce something more than a gen- 
eral statement. The approach should be 
sufficiently novel and interesting to make 


resentations showing how agents had a i 
eed various arguments. When | prospect doesn’t like to hear about and so worthwhile that you can sur- 


calli n a prospect an agent was asked | death, said Mr. Gray. “Your prospect | render yourself to it. It is not yourself 
- 252,000 cates waste cost? uses the emotional appeal to get rid of | that holds you to it, but the strength 
“It will cost your wife $8,000,” was | you,” he said. “It works most of the | of the | purpose.” In conclusion, he 
the answer. time, too. If its good enough for him stated “The fruits of success are pur- 
“How come?” to use, then why not use it on him?” chased by going without the seeds of 
“Well, your wife can’t get along with Courage is nothing but the ability to failure.” 
less than $10,000. If you give her $2,000, | overcome fear, said Mr. Gray. “Fear is} Robert H. Nutt, memory expert, who 
was the opening speaker, pointed out 
the prospect want to hear more. 


come love of appreciation and impor-| “we remember faces because we see ‘ ; 
Agent Tries Ideas tance for the greater love of things we| them with our eyes. Names go in one]. Mr. Braunig does not, however, believe 
ear and out the other.” He suggested pg Pg operon eres 
F “Faci rageously takes onl etting names right when meetin ack~- 3 when prospec 
Mr. Gray said he had told the story com Gente aera ga m4 ag adding ‘ase business it s discovers the trick. Whatever the style 
at a meeting on the west coast. One of | jioct immediately. Facing life with | extremely valuable to remember names.” of approach it should tie in with an in- 
the agents, after the meeting was over, courage takes many decisions, each one} The Borden and Busse sales demon- | teview based on needs and the life in- 
went out and called on a policyholder | eset with many temptations. You de-| stration film completed the program. surance method of meeting them. 


who had a $2,000 policy. 
“Mr. Jones, I came to talk to you Tells Today’s Sales Problems ~ 


about the cost of your policy,” the tT] . J a 
- ames H. Eteson, superintendent of 
sent stil es the aa .{ Pears Work for Supervisor Bally Rag mye ip 
dees oa pomcy the San Antonio, Tex., Life Underwrit- 
es ers Association on “Today’s Sales Prob- 


pee, we ee Bie that 2 will cont Outlined by Zimmerman lems.” Life insurance selling has not 


‘ : > ? ’ - 
your wife $18,000? How come? She'll been as hard hit as has the selling of 














= ang ay Py en, bs = eed : other lines. As a consequence life in- 
the $18 000.” Npeeernrs A year’s work for a general agent or | mum one which can be attained by the} surance selling is not far fram what it 
gua manager and his supervisors was laid| average agency. The next question, Mr.] was in the boom period before the de- 


Peet SS hang oc tay out by C. J. Zimmerman, Chicago gen- | Zimmerman said, is how to get the new | pression. ; , 
out, he said “We might as well throw eral agent Connecticut Mutual and sec-| men that are desired. The recruiting Salesmen should _ base their work 
in the old policy for good measure.” retary National Association of Life Un- methods used will depend largely on the | upon fundamental principles rather oe 

In answering why one man will use| derwriters, in a talk before the Life | individual agency, some being success- | upon methods. re the name 0 
an idea and another won't, Mr. Gray Agency Supervisors Club of Chicago.| ful in using newspaper advertising, _— does not — um a prospect. 
said the man who does. uses it because | Mr- Zimmerman believes agency recruit- others direct mail, and still others nomi- | While 0 rt of the bye gg Pe 
it might work. The other man doesn’t | ing and training can be done most ef-| nators or stimulation of the agents’ in- oe the pretee of the a ual 
because he thinks it might not work. fectively by a carefully worked out series | terest in securing new agents. salesman is becoming more and more 
That is the difference between success 


of cycles. He has been successful as important, The sales problem can be 
and failure acon agent in Newark and Chicago by Change Methods Frequently pa Mley te peg roped hl = 
Pe go - ~*~ the soon hyo ‘oa pec : Te ar cae ee Mr. a has — ~ Py to gain the confidence of the prospect— 
a € said, 1s fear—a waxes » DSYCHO- | ry: permits two weeks’ of close super- agency it pays to change the method Of | prestige, why the prospect has a need— 
bys hy type be a not er vision in field work after the course | e¢ruiting at frequent intervals. This | programming, and when to get the work 
shed of and one'Wwe thou be proud] 0" "yes anther “soup of ew | Makes ts, ob of rearing more itr: done—ninming. 
meeting the unappreciative and unpleas- | @8¢nts is started. a the a t poe dic il hove : istributi 
ant prospect “that keeps us away from| The first thing for an agency head on el ie ie * mt d choutd tb Provides for Distribution 
those prospects who will give us a pleas-| 2"d his supervisors to do is to set a Pa hao ae 5 bg ob °r ; ; A settlement option is “another term 
ant and attentive reception. I believe,| Sensible objective, one that is — within Zin oe a wic€ | for money distribution,” said Arthur’ K. 
too, that if we feel an idea won’t work| reach, Mr. Zimmerman said. The su-| 4 year the Zimmerman agency puts on a/ Neytsch, Million Dollar Round Table 
on a certain prospect, that we just won’t| Pervisory Staff should determine what drive among agents to bring in new] producer of the Equitable Society to 
use it on him.” paid production can be expected from| men. At other times the nominator the San Francisco Life Underwriters As- 
: old organization. This is done by esti-, Method is used or newspaper advertis- | sociation. Programming settlement op- 
Agent Must Wait mating individual production conserva- | 18 direct mail or appeals sent with | tions should be a part of prospecting, a 
For Appreciation tively, calculating that there will be some | PT¢mium enclosures to policyholders. | part of the interview and a part of the 
loss due to death, disability, etc. Even Every agency should have a recruiting | application. “When a man uses life in- 
“ and training plan book, Mr. Zimmerman | surance as his medium for transmitting 


“We are living in a get-it-now-and- 
. : . though an older man has shown a Pr z S i 
pay-for-it-later age and we are selling a pi increase, 1t is not wise to esti-; S4d.. The method in detail should be | an estate to his family, he creates a defi- 


pay-for-it-now-and-get-it-later commod- : BON Sig At Dis <8 set down in writing in this book. nite, enforceable contract and dictates 
ity,” said Mr. Gray. Agents, must bear peed oll Talay S production on the In this’ Newark agency before 1935 a| the term, the conditions under which the 
this fact in mind and must realize that | “~ . cuota ‘was set calling for securing 25 | money is to be paid to those designated. 
they cannot expect any appreciation! Estimates Production Low fulltime agents and $600,000 paid pro-| He acts as the executor of his own es- 
now but must. wait until after the pro- duction. He actually put on 23 men | tate—the trustee—for his family receives 


ceeds are.received. “We must measure Mr. Zimmerman’s ¢xperience, borne | and secured $626,000. The quota called | the money just as he planned it.” 
each day’s success by what we have | out by studies of the Sales Research Bu-| for 15 brokers to be added and a quota s 
done that day for which we will get | reau, Hartford, is that: some deficit in| for them of $105,000. The actual result Dar 








appreciation years later.” . « old organization will have to he made} was 14 new brokers and $110.000 paid | which caused a deviation of about 7 
W hen the prospect does everything | up by new organization. - The average | business. The auota was $4,000,000 paid | per cent. 
to ridicule and discourage you, did it| preduction of- new organization: will be| business from old organization and Mr. When the men have been trained and 


ever occur to you that he is all wrong | tow—approximately $30,000,° according | Zimmerman  ecured $4,034,000. Mr.| put into production the job must be 
and is satisfied with himself? The thing | tothe most reliable data, based: om full-| Zimmerman’s auota for the entire | made interesting for them, Mr. Zimmer- 
to do is to make him dissatisfied; to | timers. Brokers will ‘average: about | acency was $5.000,000 and he secured| man concluded. The task of building 
show’ him how little he is. ‘The best | $7,500 paid production a year, Mr. Zim-| %5,077.000. In the entire period in which | agency morale, he explained, is an en- 
way to make a prospect want to be dif- merman said. ‘ These estimates will in-| he operated the Newark agency, 1932- | tire subject in itself, including such fac- 
ferent is to make him ashamed of him- | dicaté how many new agents will have | 1936, inclusive, attained results were | tors as enthusiasm of the agency head 
self as he is now.” Mr. Gray then pro-| to be’ put on in order to: bring produc-| just as close to quotas except in one | and his staff, the various agency aids, 
ceeded to give several sales presentations | tion up to-quota.- . vear when, he explained,- there was aj an atmosphere of success, frequent con- 
in the answering of arguments. i The program as outlined is a mini-! little letdown in execution of the plan | tests to stimulate rivalry and ambition. 
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Caution on Option 
Curtailment Urged 
By President Perry 


(CONTINUED FROM PAGE 3) 


A feature of the convention was the 
panel discussion by the agency depart- 
ment staff, covering long-range plans 
for cooperation with the company’s gen- 
eral agents in meeting their agency 
problems. Conducted by Vice-President 
Chester O. .Fischer, the discussion took 
the form of a home office round table 
conference, with the convention audience 
listening-in. The findings of a question- 
naire circulated among the general 
agents earlier in the year with the re- 
sultant conclusions and plans, were out- 
lined. Agency administration matters 
were handled by W. M. Benton, agency 
secretary, assisted by H. A. Quimby and 
J. M. Denman. A. D. Lynn, assistant 
director. of agencies, led the discussion 
of the field sales personnel division, as- 
sisted by E. Lloyd Mallon, F. W. How- 
land, and Seneca M. Gamble. Sales 
promotion activities were discussed by 
Charles W. Hall, assistant director of 
agencies, in conjunction with Mr. Gam- 
ble and David J. Muir. James M. Blake, 





manager of field service, headed the dis- 
cussion of his division, assisted by Leroy 
C. Cushman, editor of the “Radiator.” 
Vice-President Fischer summed up 
the projects set forth, He emphasized 
that home office officials have no thought 
of deviating from the long established 
Massachusetts Mutual practice of “se- 
lecting the right men to operate their 
agencies, and then allowing them to op- 
erate them.” He declared it is not_ the 


company’s objective to do the work of | 
its general agents, but to perform its ' 
proper functions in closest cooperation | 


with them. 
Holcombe Praises Plan 


John Marshall Holcombe, Jr., man- 
ager of Life Insurance Sales Research 
Bureau, commented enthusiastically on 
the definite, purposeful plans which had 
been outlined under Mr. Fischer’s direc- 
tion, and followed this with a tribute 
to Mr. Behan and the high standards 


of human relationship which he has é€n- | 


gendered among the Massachusetts Mu- 
tual field forces. He also credited Mr. 
Behan’s activities, in various forms of 
inter-company association, with much of 
the same fine spirit which has been de- 
veloping throughout the institution of 
life insurance, in recent years. 


Mr. Holcombe declared that such 
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standards of relationship between com- 
pany and field organization are of the 
most fyndamental significance, and that 
the coupling of this with the carefully 
laid plans discussed should lead to un- 
precedented advancement of the Mass- 
achusetts Mutual. 

President-elect Reuling spoke on suc- 
cessful recruiting of salesmen. 

Training of new agents and office cler- 
ical personnel was discussed by Millard 
R. Orr, Philadelphia general agent. “It 
is vitally important,” said Mr. Orr, “to 
impress upon the new agent motivating 
stories of life insurance in action. This 
fortifies him against disheartening re- 
marks which may be made by well- 
méaning but misguided friends. His re- 
telling of the motivating stories will 
build sales opportunities for him.” 

Harry I, Davis, Atlanta, gave point- 
ers from his own successful experience 
in constantly inspiring his agents and 
urging them forward. The general agent 
must first of all be a sales manager and 
he should do enough sufficient personal 
selling to keep him in close touch with 
the problems faced by his agents. 


General Agent’s Franchise Valuable 


Vice-President Behan was honored by 
lengthy applause as he mounted the 
platform to draw the convention to a 
close. In driving home the value of a 
general agent’s contract, Mr. Behan em- 
phasized not only the monetary profit, 
but also the opportunity to render serv- 
ice to the American public, in building 
sales organizations equipped for success- 
ful experience in the field of life insur- 
ance selling. Touching on the relation- 
ship between the general agent and the 
agent, Mr. Behan said, “Training is a 
necessity. Treatment is an obligation.” 

At the convention banquet President 
Bertrand J. Perry, as toastmaster, sur- 
prised the group by announcing that 
there would be no speeches, and then 
introduced the “Massachusetts Mutual 
Merry-Go-Round” musical revue, pre- 
sented by a cast of 40 young men and 
women of the home office personnel. 


Institute Is New 
Name for Southern 
Underwriters Body 


(CONTINUED FROM PAGE 1) 


have presented important problems to 
underwriters and inspections to be 
solved. Current analyses show that 15.6 
percent of all life reports develop infor- 
mation of a materially unfavorable na- 
ture, while 4.2 percent of these reports 
are sufficiently unfavorable to indicate 
probable declination of the risk. There 
have been about 4,750,000 ordinary life 
policies written each year in the United 
States, said Mr. Hill. The problem is to 
determine the standards of such risks. 

The progressive development of safety 
appliances and safety methods in railroad 
operation were discussed by 
Jones, chief underwriter of the Provi- 
dent Life & Accident, in his paper, “Un- 
derwriting Railroad Occupations.” Au- 
tomatic couplings, more durable and 
safer rails, automatic block signal sys- 
tems and elaborate safety first organiza- 
tions, have reduced accidents to railroad 
employes to a minimum, he said. 

The industrial round table discussion 
was led by Ralph W. Hicks, Standard 
Life, Jackson, Miss., and papers were 
presented as follows: “The agent as a 
factor in industrial underwriting,” W., V. 
Walker, vice-president Life & Casualty; 
“Value of inspections by managers, as- 
sistant managers, or superintendents,” 
R. H. Anderson, manager weekly pre- 
mium department Liberty National Life; 
“Medical examinations and fees,” Ar- 
thur F. Langley, actuary Carolina Life”; 
“Something new in industrial underwrit- 
ing,’ C. W. Sharman, secretary-treas- 
urer Progressive Life; “Value of com- 
mercial reports and the extent they are 
used,” W. H. Neely, manager industrial 
department Standard Life; and “Indus- 
trial Underwriting,” C. L. Grover, indus- 





trial underwriter Life & Casualty, 
Convention committee chairmen 
as follows: Resolutions, B. ; 
president All-States Life, Montgome 
by-laws and resolutions, M. S. Nieh; 
secretary Gulf Life; nominating ogg 
mittee, R. B. Sturtevant, vice-presids 
Ohio National, and convention ¢ 
Clyde Groover, Life & Casualty, 


NewYork State Body Meg 


Discussion of Proposed Ins 
Law Revision Is Main Topic at Ith 
Gathering 


Discussion of the proposed New Yo 
state insurance law revision occupia 
much of the fall meeting of the Ne 
York State Life Underwriters Assoc 
tion at Ithaca. A resolution was adopt 
opposing any change in sections 5% 
55b, and 55c, dealing respectively 
exemption from creditors claims of j 
insurance proceeds, disability incom 
and annuity payments. ’ 

President A. Murphy, manage 
John Hancock Mutual at Rochester 
president of the state association, 
nounced that the United States Suprem 
Court had refused to review a decisiog 
upholding application of section 55a in 
case where creditors had tried to rea¢ 
accumulated dividends. : 

A. V. Youngman, production manage 
Mutual Benefit Life in New York City 
(DeLong agency) was elected vice 
president to succeed J. L. Lee, forme 
manager Phoenix Mutual Life at Buf 
falo who was recently transferred t 
Detroit. 7 

Mr. Murphy appointed the following 
committee to represent the association 
at the code revision hearings in New 
York City; Spencer McCarty, sup 
visor Provident Mutual Life, Albany, 
chairman; G. A. Kederich, agency di 
rector New York Life, Brooklyn; C. D) 
Connell, general agent Provident Mu 
tual Life, New York City; J. S. Myrick, 
manager Mutual Life, New York City; 
Frank Wenner, general agent, Connec 
ticut Mutual, Utica; Arthur Lewis, gen- 
eral agent, Mutual Benefit Life, Syra- 
cuse; Sidney Wertimer, manager, Pru 
dential, Buffalo; and President Murphy, 
ex-officio. 


Sympathy is being extended Clare 0, 
Evans of the Life of Virginia’s actuarial 
department because of the death of his” 
mother, Mrs. Leila L. Evans. 3 
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